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Where there's a chance for profits... 
there’s a Hackney LP-Gas container to help you make it! 


Hundreds of ways to use LP-Gas... 
and a Hackney LP-Gas container 
for every use 


Cylinders 
All sizes and types 
removable ca 
permanent collar 
removable hood 
4 horizontal sizes 


Systems 
Shoulder-mounted fittings 
Top-mounted fittings 
End-mounted fittings 
Underground type 


Lift Truck Cylinders 
4 sizes— 
20 models 
Removable type 
Permanent type 
Vertical and horizontal models 
“Universal” design (combina- 
tion vertical or horizontal 
mounting) 


Fuel Tanks 
Tractors 
Hackney LP-Gas cylinders—1 to 420 pounds Trucks 
Taxis 
Lift trucks 


Delivery Trucks 
Twin-Barrel 
Single-Barrel 
4 popular sizes 


Deluxe equipment 
Standard equipment 
Operator's choice 


Transports (T-1 Steel) 
Made to operator's needs— 
based on tractor power, state 
laws, choice of service equip- 
ment 


Liquid Meter Provers 


2 sizes: 100 gallons 
53 gallons 


Hackney system tanks 


Bulk Storage Tanks 
LP-Gas 
Anhydrous ammonia 


mone 4 Sizes up through 30,000 gallons 


lift truck & Hackney 
cylinders ' j 100-pound, Send for new bulletins on Hackney 


Double-Bottom 
at LP-Gas containers for any need. 
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LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS - I 
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HOW ROCKWELL VAPOR METERS BUILD PROFITS 





Vi. ( They catch the culprits 
that cause gas loss 





THE VAPOR METER THAT Do you sell all the gas you buy? Chances are you don’t, 


for mysterious hidden losses are common to most op- 
ANSWERS YOUR NEEDS erations. But how are you going to track them down? 
. Vapor meters at every service will disclose and reduce 
your “lost gas” to a very small percentage. With meters 
you have positive records against which to check the 
gas you sold against your purchases—a firm base on 
which to establish a workable inventory control. 
Other advantages in vapor metering include planned 
truck routing, systematic billing, expanded storage 
capacity and more efficient operations. ac facts 
a Se ee meee use coupon or write to Rockwell Manufacturing 
came prose mares tear a nik ante has ‘ay Company, Dept. 78-C, Pittsburgh 8, Pennsylvania. 
a single joint to seal against leakage. The measuring In Canada: Rockwell Manufacturing Company of 
element is engineered for years of accurate service. Canada, Ltd., Box 420, Guelph, Ontario. 
Capacity is ample for practically every domestic serv- 
ice—up to 240,000 Btu’s per hour. Larger sizes 


are available. 
ROCKWELL MANUFACTURING COMPANY 


Dept. 78-C, Pittsburgh 8, Pa. 


Please send me your bulletin ADV-41 
LP-GAS VAPOR METERS 
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another fine product by = Company 
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No gimmicks, no thing-a-ma-jig 
claims, no empty promises... 


1961 NATIONAL ADVERTISING 
stresses “the big 4’ performance 
features that are most important 
to all women-all of the time: 


CONTROLLED 


“NATURAL” GENTLE “HUSHED” SERVICE-FREE 
DRYING—exclusive TUMBLING— DRYING— / DEPENDABILITY— 





Twin Air Streams within satin-smooth $0 quiet you'll more than a million 
combine sun-like snag-free drum, hardly realize it’s satisfied owners have 
heat and fresh clean protects sheerest, running. No made this America’s 
“breeze,” drying most delicate rattle, no grind, “most wanted” dryer. 
clothes soft garments. no loud hum. 

and fluffy. 











Hamiiton Manufacturing Company, Two Rivers, Wisconsin 
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The truth about electric heat 
The pros and cons about a growing threat. William W. Clark 


New ranges with a “built-in” look may shift merchandising emphasis 
back to the appliance dealer 
The free-standing range is making a comeback. Williem T. Harper 


Gas gains a growing shore of a rapidly grown market 
We're continuing to close the gap in clothes dryer sales. 


Is the roof about to fall in on the kilowatters? 


Their water heater sales are sagging badly. 





Pilot plant to test butane for salt-water conversion 
LPG's in a race with far-reaching consequences. 


CD officials pin hopes on LPG for disaster feeding 


They've used it to fuel kitchen appliances in a fall-out shelter. 


Roof-top loads help boost DelVal sales 250 per cent 
If you're seeking new markets, look up! William T. Harper 


One man, with truck crane, does the work of three 
Here's a fast, easy way to set tanks. 


Owner sees the light with GAS! 


When the power went off, the restaurant kept operating. 





Tax-Time tips on taxable and reportable incomes 
E. H. Mitchell 


Here are the most important new changes in the Social Security 





The “inside story” on air pollution 


Fork lift experience proves LPG's superiority. 
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Too much, too little 


EVERYONE WHO’S IN THE COM- 
MUNICATIONS BUSINESS (such as 
BPN) knows more than he tells, 
on paper. This is not to say that 
we suppress news; far from it. 
But there are some things you 
don’t talk about. They may be 
scandalous, they may be only 
rumor. Mostly they are simply 
background facts that have no 
newsworthiness, but the knowing 
of which provides us a frame of 
reference for reporting other, use- 
ful facts. 

Sometimes these _ unreported 
facts would hurt someone—or, 
someone thinks they would hurt 
him—if they were told. 

Such is the case with an incident 
we stumbled on while researching 
the big electric heat article for this 
issue. It seems that in a certain 
city, which shall remain unnamed, 
a model all-electric home was built. 
Being an outstanding home, it was 
given considerable play in the elec- 
tric forces’ “total electric living’ 
advertising. 

Not long afterward, however, the 
gas heating people were out at the 
house, tearing out the electric heat- 
ing system and substituting gas. 
The owner, it seemed, had become 
quickly and completely disillusioned 
with kilowatt comfort. 

This kind of a story is a natural, 
so it wasn’t long before an enter- 
prising reporter heard of it and 
ran a brief mention in his news- 
paper column. 

Well, the story should have got- 
ten nationwide play, but it didn’t 
because when the owner read the 
story in his local paper, he was 
fightin’ mad. He didn’t want his 
mistake publicized. All he wanted 
was to be left alone in his com- 
fortable, newly gas-fueled home. 

We would like to have included 
this episode in our big story this 
month. But the gas people who are 
serving the home asked us not to. 
They were afraid that if word got 
back to him that a national maga- 
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BEHIND THE SCENES 


zine carried the story, his feathers 
would be further ruffled. So we’re 
keeping it under our hat. All we’ve 
told you is that something hap- 
pened, somewhere. As it stands it’s 
no story, because every incident 
must have a who and a where to 
qualify as a story. We’re not about 
to disclose either one. 

* * * 


Then, sometimes, we don’t tell as 
much as we should. So says W. H. 
Dolby, who took us to task for an 
item appearing in the January is- 
sue. The item, he says (in his let- 
ter which follows), should have 
been amplified. We agree. The 
trouble was, it was a last-minute 
item; space and time for amplifica- 
tion were not to be had. 

So below, somewhat belatedly, is 
that amplification, in Mr. Dolby’s 
own words. ® 
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“T-1 type A"... how soon? 
Los Angeles, Calif. 

In “Highlights” in your Janu- 
ary issue, I came across “stronger 
steel will be cheaper,” describing 
a new T-1 type A steel, meaning 
less expensive high tensile steel 
fabrication. 

This is a half-truth at the pres- 
ent time as this steel has not been 
approved for ASME Code construc- 
tion. Information like this creates 
a hardship on tank fabricators as 
their customers immediately deluge 
them with requests for quotations 
using this new steel. 

To our knowledge, there is not 
a case presented to the ASME Code 
Committee at this time for ap- 
proval of this material. Even if a 
case were presented to this com- 
mittee tomorrow, a year would 
probably pass before approval 
would be granted for use of this 
material. 

W. H. DOLBY 
SALES MANAGER 
Superior Tank & Construction Co. 
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SELL MORE 
“TOUGH BUYERS” 
WITH REZNOR... 


more types and sizes of direct- 
fired heaters to choose from! 


Now you can satisfy “tough buyers” with just the right 


model heater for every job. The Reznor line features more 
types and sizes than any other! Choose from: 

e Money-saving, space-saving unit heaters with three con- 
trol options, propeller or blower fans, 25,000 to 300,000 Btu. 
e Low cost, versatile duct furnaces in capacities of 50,000 
to 300,000 Btu and up, for central heating, year-round air 
conditioning, or heating of make-up or process air. 

® Matching, quiet-operating blower packages, if a separate 
air handler is needed. 

e The new Reznor Venter, an automatic vent exhauster 
that lets you install Reznor unit heaters almost anywhere. 
e Effective, five-way heaters for high ceiling applications, 
300,000 to 600,000 Btu. 


Ask your distributor for a copy of Catalog 
SA-5900, with complete data on all Reznor 
heaters. Or write Dept. 68-H, Reznor Manu 
facturing Co., Mercer, Pa. 


REZNOR HEATERS 


*"WORLD’S LARGEST SELLING DIRECT-FIREO HEATERS" 


| Behind the scenes 





Thank you, Petrolane! 
Los Angeles, Calif. 
Again this year Childrens Hos- 
pital has received a generous con- 
tribution from Petrolane Gas Ser- 
vice, Inc., given in the names of 


| friends and customers in lieu of 


individual Christmas remem- 


| brances. This gift, continuing the 


endowment of a bed here, will make 


| care available for seriously ill 
| youngsters who might otherwise 
| not receive the specialized treat- 
| ment required. We are deeply 


grateful to you and to Petrolane 


| for joining in this observance of 
| the true spirit of Christmas. 


HENRY B. DUNLAP 
Childrens Hospital Society 


“Terrific” editorial 


Evanston, Ill. 


I just received your January 


| issue, with the terrific “Beyond the 
| Mains” editorial you wrote about 
| our Phoenix Board Meeting. 


You certainly have stated our 


| case extremely well and we ap- 


preciate it. 
GEORGE J. SCHULTE, JR. 
National L. P. Gas Council 


Bartlesville, Okla. 
I have just read your editorial 
comment in “Beyond the Mains” 
published in the January issue. I 
want to congratulate you for it be- 
cause it is very timely and factual. 
The most interesting facet to me 
was your conclusion that only by 
joining the National L. P. Gas 
Council can a member get complete 
service from the council. That of 
course is the essence of all such 
organizations, but it seems rather 
difficult to put that point across to 
many individuals. 
W. F. DEVOE 
Phillips Petroleum Co. 


Minneapolis, Minn. 

I want to acknowledge and thank 
you for the comments in “Beyond 
the Mains,” pertaining to the Na- 
tional L. P. Gas Council and the 
Phoenix meeting. 

I trust that many dealers, manu- 
facturers and marketers will be 
moved into action by this editorial. 

F. T. CARPENTER 
United Petroleum Gas Co. 
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Mr. Bishop Sandifer, President 
SANDIFER BUTANE GAS COMPANY, INC. 
Jackson, Mississippi, reports . . . 


“Over a decade of outstanding service 
from Mississippi Tank units’ 


This 9,000 water gallon transport, fabricated of T-1 Steel under 
Mississippi’s new 64,650-lb. gross weight law, is one of four similar 
models recently added to the Sandifer Butane Gas fleet, bringing the 
total of Mississippi Tank transports owned by this progressive operator 
to eight. Mr. Bishop Sandifer, President, says that these new transports 
haul about 900 water gallons more per trip than his old-type units. 





Of equal importance is the fact that Mr. Sandifer knows he can rely 
on these huge transports to give trouble-free service with minimum 
down-time. Based on 13 years’ experience with Mississippi Tank 
equipment, Mr. Sandifer gives it an “excellent” rating from the 

standpoint of dependability. 


More and more operators are looking to Mississippi Tank not only because 
our units carry more, but also because they give that all-important 
trouble-free service that spells the difference between just getting by 

and big profits! 


For FREE LITERATURE mail the Coupon today! 


MISSISSIPP! TANK COMPANY, INC. 
Hattiesburg, Miss. 


4 <= .. Without obligation, please send literature on: 
Yn Delivery Units Lightweight Transports 








Domestic and Bulk Storage Systems 


MISSISSIPPI |“ 
TANK COMPANY i: 


INCORPORATED 
Hattiesburg, Miss. JUniper 3-0262 City and State 


Address 
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HE 
HAS TO TAKE 


you can’t afford to... 


A diver takes chances when he must, but never on his 
equipment . . . nor should you. Yet to risk the necessity 
for shutting down and evacuating a 30,000 gallon LP-Gas 
tank in order to replace a defective safety valve 
has been calculated to involve 32 man-hours of labor, 
2 days downtime, $100.00 replacement valve cost and 
a total cost of at least $180.00. We can eliminate this 
risk for you. 


Take this RegO 4-Port Safety Relief Valve Manifold As- 


REGO 4-PORT SAFETY RELIEF 
VALVE MANIFOLD ASSEMBLY 


Models 8564 and 8574 


The only safety relief valve manifold 
with ample venings through the 
manifold t y to ir proper 
safety relief valve performance and 
adequate relief capacity 


sure 


Rugged cast steel body 
Exclusive RegO “V" 
seal provides 
construction 


ring pressure 
ik-proof center stem 
Standard start-t 

tin 5 
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sembly, for example. It’s designed specifically to protect 
18,000 or 30,000 gallon LP-Gas storage containers. Any 
one of its four safety relief valves can be removed for test 
or replaced while the container is under pressure. Any 
three of the safety relief valves provide ample discharge 
capacity for the usual 30,000 gallon propane container. 
Internal working parts are all of rugged construction, with 
a stainless steel liner in the safety relief valves to insure 
positive operation. 


LP-Gas Equipment 
First...Foremost... Finest 


For complete details and prices write: 
The Bastian-Blessing Company 
4201 West Peterson Avenve 

Chicago 46, Illinois, Dept. 31-C 
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ASSOCIATIONS 


LPGA moves toward Council tie-in 


The broad objectives of a reorganization plan, 
under which the LPGA and the National L. P. Gas 
Council would be consolidated, was approved at the 
association’s latest board of directors meeting, held 
in San Francisco Feb. 2. 

The principal feature of the plan, as now con- 
ceived, is a broadened promotional activity labeled 
“SUPAR,” embracing Sales promotion, Unity, Pub- 
licity, Advertising, and Research. 

The purpose of the reorganization, as stated ir 
the preamble to the proposal, is to increase the 
effectiveness of future activities through “full in- 
dustry unity.” 

The plan was submitted by the Planning and 
Organization committee, headed by W. R. Siden- 
faden, president of Suburban Gas Service, Pomona, 
Calif. 

Final approval of the consolidation still awaits 
the action of the Council and other interested 
parties, and the completion of organizational de- 
tails by the committee and LPGA board. 

Other highlights of the busy board session: 

e H. N. Forman (National Propane, New York), 
chairman of the Gas Unity Committee, reported on 
progress in the creation of an All-Gas Exhibit at 
the New York World’s Fair in 1964-5. Forman 
heads up a joint committee, established by the 
LPGA and the National L. P. Gas Council, which 
also includes M. J. Anton, Suburban Propane, 
Whippany, N. J.; B. F. Albanese, Esso Standard 
Division, New York; and K. R. D. Wolfe, Fisher 
Governor, Marshalltown, Iowa. 

Forman is also a board member of GAS, Inc., 
a new gas corporation set up to direct the planning 
of the gas exhibit. GAS became the first exhibitor 
by signing a contract Jan. 13. A $5.5 million 
building will be built to house the gas displays near 
the main entrance to the fair. 

e Charles M. Francisco (Fuelane, Liberty, N. 
Y.) told of the Market Research Committee’s 
project to set up standard nomenclature for the 
industry. In explaining the significance of the job, 
he said: “As our industry becomes more and more 
exposed to, studied by, and dependent on the gen- 
eral businessman and outside financial interests, 
a clear, logical, and workable understanding of the 
various segments of our industry and the func- 
tions they perform is a ‘must.’” 

e F. A. Shellhorn (Anchor, Tulsa.), chairman 
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of the Transportation Committee, noted some rate- 
reduction activity on the part of railroads to “com- 
bat (the) ever-increasing threats of pipeline com- 
petition.” However, he said, “recent reductions 
have been mainly related to movements in large- 
size tank cars.” 


North Carolina LPGA workshop 


North Carolina L. P. gasmen are improving their 
business management through a traveling manage- 
ment workshop program. 

The program was launched in November 1960 
with a general meeting describing its scope at nine 
locations. 

The second series of sessions held in January 
drew 160 men and women. It covered the cost of 
doing business and was conducted by Med Serif, 
Cities Service Co. 

Because of the success of the program, the as- 
sociation plans to make the traveling workshop 
part of its continuing educational plan. 


Weather victimizes Northeast show 


The 7th annual Northeast L. P. Gas Convention 
and Trade Show held in Washington, D. C., Feb. 
6-8, was another casualty of the severe weather 
conditions which plagued the East Coast during the 
mid-winter. 

Those delegates who were able to attend the 
meeting were forced to give thought to the possi- 
bility of changing the date for this meeting. The 
1958 convention, held in the same place at about 
the same time, also ran into a weather problem. 

The LPGA’s Rudy Mahnke called for opinions 
to see if a date change would be favored. It was 
immediately apparent that it was. Mahnke said 
the matter would be referred to the planning com- 
mittee and it would try to find a solution. 

Weather or no, the meeting went ahead as sched- 
uled. The first full day’s program (Feb. 6) was 
highlighted by national association president Rudy 
Munzer’s talk on “The Future for L. P. gas.” 
The “future” he spoke of was a projection into 
1970, at which time, he predicted, industrial-car- 
buretion business will account for some 25 per cent 
of all the L. P. gas sold. 

He also foresaw great strides being made in 
increasing the home-heating loads throughout the 
Midwest and guessed that the petrochemical indus- 
try would be liquefied petroleum gas’ biggest 
market. 





Lee A. Brand, first vice president of the Empire 
Stove Co., had some sobering thoughts for the 
listeners as he spoke of the competition between 
gas and electricity for the home heating market. 

Brand cited growth figures on electric heating 
in recent years, and noted that the decrease in gas 
installations in 1960 was within 200 of electric 
heating’s growth figures. “So, where is the electric 
growth coming from? The gas industry, that’s 
where!” 

Brand feels that the apex of the kilowatter’s 
promotion in this field will not come until 1965. 

“We've got to recognize the need to take steps 
to stop this,” he said. As a means of combatting 
this threat, he urged dealers to “protect the 12- 
month load and stop concentrating on short-term 
markets. We've got to sell the heating load be- 
cause that opens the door to all other loads. The 
all-gas home leads to customer insurance.” 

He even went so far as to say that a dealer 
“should not take on an L. P. gas customer without 
first trying to make it an all-gas customer.” 


MARKETS 


Gas dishwasher hits market 


A new gas dishwasher was unveiled recently by 
Preway, Inc., before a group of Florida natural 
gas men. 

The dishwasher will be marketed, first, in the 
parts of the country where Preway now has utility 
contacts for its built-in oven business. 

Production will begin in June, and by August, 
the product will be shipped into 16 major markets. 

Dishwasher capacity is a service for 12. One 
cycle has one 10-min wash and two six-min rinses. 
Water heats up to 180 degrees in the last rinse. 


LPG flame cultivation tested by HPRF 


Pilot studies on field drying of grain sorghum 
with LPG flame cultivation equipment were recent- 
ly undertaken at High Plains Research Founda- 
tion, Plainview, Texas. 

The purpose of the study is to permit earlier 
crop harvesting by determining if the field appli- 
cation of heat will speed up the drying process, 
and if the method is practical. 

The moisture content in one field of treated 
grain sorghum dropped from 37 to 21 per cent 
within three days after treatment. During this 
same period the remainder of the fie!d only dropped 
to 27 per cent. 

With favorable drying weather the grain sor- 
ghum seed loses moisture at the rate of approxi- 


mately 0.5 per cent per day with no treatment, 
after moisture content is down to 20-25 per cent. 
Under similar conditions, the treated grain sor- 
ghum seed lost moisture at the rate of approxi- 
mately 1.0 per cent per day. Field drying of grain 
sorghum with heat thus offers a possibility of 
harvesting the crop 10 to 14 days earliler than 
would be possible with natural drying. 

High Plains has been undertaking flame cultiva- 
tion tests for the past one and a half years. 


Fewer farms, but a better market 


There were more changes in the character of 
farms and farming between 1954 and 1959 than in 
any other 5-year period in history, according to a 
summary of the 1959 Census of Agriculture, re- 
cently released by the Census Bureau. 

The number of farms decreased by 23 per cent, 
but they were iarger. The under-10-acre plots 
declined 50 per cent, and in other categories rang- 
ing in size to 220 acres, there were comparable 
numerical decreases. But farms having more than 
500 acres were on the rise by substantial per- 
centages. 

Meanwhile, as aggregate market, they were be- 
coming much more profitable for the fuel dealrr. 
For example: 

e In 1954, they spent $1,366 million for “gaso- 
line and other petroleum fuel and oil’; in 1959, 
they spent $1,545 million. Average per farm 
jumped from $286 to $417. 

e In 1954, 219 million farms reported they were 
using a total of 4.7 million tractors; in 1959, 2.7 
million farms reported they were using 5.1 million. 

¢ In 1959, 52,420 farms reported they had crop 
dryers. There were no figures for 1954. 


Housing and population census 


Gas Appliance Manufacturers Association and 
American Gas Association have become charter 
members of a group called the Association Council 
on Housing and Population Census, for which a 
“veritable treasure-house” of 1960 Census cross- 
tabulations is now being prepared. 

These data, being developed by the Data Proc- 
essing Center Division of S. J. Tesauro & Co., 
Detroit, will meet the growing needs of marketing 
researchers, economists and social scientists. 


Gas utility buys thermoelectric unit 


Northern Illinois Gas Co., Bellwood, has pur- 
chased a thermoelectric generator from Westing- 
house Electric Co. The utility is using it to ex- 
periment with the possibility of creating gas 
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ALWAYS HAS TANKS READY 
FOR IMMEDIATE DELIVERY! 


Master gives a little more than you 
bargain for. The skilled personnel is 
equalled by the newest, finest and most 


A TRIAL ORDER _ modern in equipment and topped only 


TODAY IS ALL 
WE ASK 


MASTERPIECES OF 
STEEL FABRICATION 


by proven experience in the production 
of domestic propane tanks. Full loads, 
or partial loads... all are delivered direct 
to your door. 


Call the Quincy, Illinois or 
Dallas plant for prices. 


C- ay -? 
\ TANK & Nat WELDING 


2000 S$. Front St. © Quvuincy, Iilincis «© SAidwin 3-5014 
P. O. Box 5146 . Dolias, Texas 7 Riverside 7-2441 
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TANK TRUCKS 
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heating and appliances that will require no outside 
current to operate its lighting, motors and controls. 

The Illinois utility is now readying a home 
furnace for field testing that operates independent 
of house wiring. It is using a unit initially rated 
at 100 watts, but which is expected to eventually 
develop 200 watts. 


Low-cost energy from gas foreseen 


A “revolutionary” plan for producing low-cost 
energy in the modern school could save approxi- 
mately $2 billion for the nation’s taxpayers. 

This savings can be realized by installing natu- 
ral gas turbines in new-type compact schools. 

A report from AGA discloses that a 2300-student 
air conditioned compact school with natural gas as 
its only source of power can be built for approxi- 
mately $2.3 million—about 16 per cent less than 
the present conventional type of the same size 
without air conditioning. A 16 per cent cost re- 
duction under the new plan adds up to $1.5 billion. 
Lower first costs in construction will result in 
savings of $45 million in insurance and $32 mil- 
lion in reduced interest on bonded indebtedness. 


SUPPLY & TRANSPORTATION 


Market offered for Alberta surplus 


The promise of an assured market for surplus 
LPG from Alberta, Can., has been appended to one 
of the several competing applications for imports 
of the product into the United States. 

Standard Oil Co. (Ind.) injected this factor into 
the complex race when it announced it was joining 
Pembina Pipe Line Ltd., Calgary, Alta., in the 
design, financing, construction, and operation of a 
gathering system in Alberta and a trunk line to 
Chicago. 

Tuloma Gas Products Co., Tulsa LPG marketing 
subsidiary for Standard, is offering to buy natural 
gas liquids from Alberta producers on a 20-year 
basis. 

Although the Standard-Pembina plan is only one 
of a half-dozen proposals for bringing Alberta 
liquids to the U. S., it’s the only one that guaran- 
tees a market. 

All the lines have been proposed as a means of 
disposing of liquids which will be stripped from 
the natural gas that will be exported through the 
Alberta-to-San Francisco line, which is now under 
construction. Before the end of the year, this gas 
line will be moving substantial volumes, which will 
ultimately reach 650 MMcf per day under present 
authorization. 


Competing with Standard-Pembina for the Al- 
berta Oil & Gas Board’s approval are: 

Hydrocarbons Pipeline Ltd., Calgary, which 
would deliver gas to Canadian points and to Inter- 
provincial Pipe Line Co. 

Provincial Products Pipe Lines, Ltd., which 
plans to deliver gas to Edmonton, Alta., for export 
through Interprovincial and Trans-Mountain Oil 
Pipeline Co. to the Great Lakes area of Canada 
and the U. S. as well as to British Columbia and 
Washington. 

Britamoil Pipe Line Co., Ltd., which would take 
the liquids as far as Edmonton. 

Hudson’s Bay Oil & Gas Co., Ltd., which would 
take the product to the international border, from 
where it would be transported through Continental 
Pipe Line Co.’s lines in the U. S. 


UPG contracts entire plant output 


United Petroleum Gas Co.. of Minneapolis, has 
contracted to market the entire output of a new 
$350,000 propane plant at International Refineries, 
Inc., Wrenshall, Minn. The company delivered its 
first product transports in January. 

The development will make possible a supply for 
customers in the Iron Range and North Shore 
areas of Minnesota in a matter of hours. 

United will have transports based at nearby 
Carlton, Minn., to handle the product. 


NEWSBRIEFS 


Due to the growth of Harper-Wyman’s Mexican 
operations, a new plant and office building have 
been constructed in San Bartolo, Naucalpan. Al- 
though the appliance market south of the border 
is less than 10 per cent, it is as large as the U. S. 
market, and is growing at the rate of 15 per cent 
a year. 

Ted G. Chadwick, manufacturers’ agent, and 
Eldon Engel, formerly with Home Gas Co., have 
pooled their interests and 15 years experience 
to form Northwest Associates, Inc., Minneapolis. 
They will specialize in propane equipment of 
various types, covering Minnesota, lowa, the 
Dakotas, and western Wisconsin. 

They will also offer design and consulting ser- 
vice to the liquefied petroleum gas industry. 

H. R. Basford Co., San Francisco, was recently 
awarded a distributor franchise for Hamilton 
automatic washers and clothes dryers. 

Artic Propane Ltd. of Ontario recently in- 
vested $60,000 in a new LPG plant in Porcupine 
which will supply that area. 
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YOU NEEDN’T GO AROUND IN CIRCLES 


Some folks have said the LP-Gas business is 
like being on a merry-go-round. But, it needn't 
be this way. 

Half your battle is won if you have a dependable 
supplier that puts YOUR interests first. If you 
have talked to any Sinclair TRUFLAME LP-Gas 
distributors, you have already learned that a Sin- 
clair contract goes all out to protect the interest 
of the buyer. 


Sincloir 





Sinc/orr 


SINCLAIR OIL & GAS COMPANY 


LIQUEFIED PETROLEUM 


So if you are “going around in circles” worry- 
ing about getting top quality consistently, and 
dependable delivery, join the many satisfied Sinclair 
TRUFLAME LP-Gas distributors throughout the 
country. 

We'll give you complete information, without 
obligation on your part. Just wire, call or write 
and one of our representatives will be on his way 
to see you. 


MEMBER 
L.P.G.A. 
el aaeaemeatiiaialiieianaill 
MEMBER 
NATIONAL 
GAS SALES DEPARTMENT Pre. 


SINCLAIR OIL BUILDING « PHONE LU 4-0411 « TULSA 2, OKLAHOMA 
CAMP HILL, PA. @ MITCHELL, SOUTH DAKOTA @ ARLINGTON HEIGHTS, ILi. @ ST. JOSEPH, MICHIGAN @ MONTGOMERY, ALABAMA 
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.- we could prove to your satisfaction 


that you could make more money 


as an independent Skelgas LP-Gas dealer, 


... Would you be interested? 


s 
— FILL OUT THIS COUPON AND MAIL TODAY == sm ome cee coe oo oe 8 


Mr. Don Barton 
Skelgas Marketing, Skelly Oil Company 
P. O. Box 436; Kansas City 41, Missouri 





Dear Mr. Barton: 


Without obligation, and in complete confidence, | would be interested 
in discussing the profit possibilities of an independent Skelgas Franchise 
with one of your managers. | am particularly interested in: 


[_] How to gain operating cash from accounts receivable. 
[_] How to double my income without additional capital investment. 


[_] How to turn my bulk plant investment into an extra 150,000 gallons 
of gas business per year. 


[ | How to make a $2,000 investment 
produce like $10,000. 





COMPANY 





CITY STATE Dependable Products 
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Now Skelgas has been granted the 
Good Housekeeping Guaranty Seal: 


©” Guarante ed by 
Good Housekeeping 
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Already the world’s most respected name in LP-Gas, Skelgas now provides further assurance of quality! During 
1961, 3 full-page ads featuring Skelgas in Good Housekeeping magazine will reach 1,500,000 homes in Skelgasland. 


Skelgas Constantly Pre-Sells Your Best 
Prospects With Hard-Hitting Ads In 
Leading National and Farm Magazines: ~ 


And NOW Skelgas Puts 
Reader’s Digest 
To Work For You! 


One of America’s most influential 
magazines—Reader's Digest—will 
also be selling Skelgas in 1961. The 
Skelgas purity and quality story will 
reach 3,600,000 families with each of 
two full-page ads scheduled to appear 
in Reader's Digest. Dependable Products 


Skelgas Marketing 
Kansas City 41, Missouri 
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Permission has been granted by the Newcastle 
Town Council to the Saint John Propane Gas Co. 
in Newcastle, New Brunswick, to erect a propane 
gas plant. 

Modern Home Products in Russell, Ill., has 
changed its name to Charmglow Products. 

The National Coal Policy Conference sponsored 
an electric heating conference in Washington, 
D. C. on Feb. 17. Approximately 50 national or- 
ganizations concerned with electrical production 
and manufacturing and home construction were 
expected to participate. 

The William R. Ray Scholarship Fund, a $1000- 
a-year gift to a deserving student at Stanford 
University, has been established by General Con- 
trols Co., Glendale, Calif., of which the late Mr. 
Ray was one of the founders. 

Hydro Butane Gas Co. of Hickman Mills, Mo., 
recently bought the business of Joe Peek in War- 
rensburg, Mo. This makes a total of six stores 
for Hydro Butane in central west Missouri, with 
more than 7000 customers. 

Opening a new district office and the construc- 
tion of a new underground storage terminal, both 
at Wood River, IIll., are the latest steps in Tuloma 
Gas Products Co.’s expansion program. The new 
office will be headed by A. Burt Davis, who will 
be responsible for the company’s LPG marketing 
operations in both Missouri and Illinois. 

Spencer W. Pepper, former president of Stewart 
Petroleums, Ltd., and Progas, Ltd., has been 
chosen to manage a new Canadian subsidiary of 
Petrolane Gas Service, Inc., Long Beach, Calif. 
The new company, which has been formed to 
market LPG in western Canada, will operate as 
Petrolane Gas, Ltd. 

United Petroleum Gas Co.’s (Minneapolis) fleet 
of jumbo tank cars has been working overtime 
this winter to assure its customers of additional 
fuel, providing at the same time a stimulus for 
publicity in their local papers and on television. 
Since September, United has sent at least one 
shipment of LPG in a jumbo tank car to a major- 


S. W. Pepper 


ity of its customers, in order to introduce them 
to the added convenience of this new means of 
transportation and to give them a chance to get 
local newspaper coverage for their business. 


REGEIMBAL: WASHINGTON 


Minimum wage bill faces fight 


President Kennedy’s all-out push for raising 
the minimum wage and expanding coverage to 
many retail and service trade workers will have 
tough sledding in Congress. 

Although the measure the President is seeking 
is a watered-down version of that sought by 
organized labor, it is still facing powerful oppo- 
sition from many Republicans and Southerners 
in Congress, aided by most retail, industrial, and 
other business groups. 

For L. P. gas dealers, the measure would re- 
quire them to pay all employees the new mini- 
mum wage and observe the overtime provisions 
if they gross more than $1 million a year and if any 
employees were engaged in handling goods in 
interstate commerce. 


F.P.C. nominee is public power advocate 


Appointment of Joseph C. Swidler as the new 
chairman of the Federal Power Commission could 
help bring an increase in public power projects. 
The FPC does not have a direct role in public 
power construction, but it does regulate rates 
for power which is sold across state lines and 
licenses private and state or municipal hydro- 
electric projects. 

Mr. Swidler has been a public power supporter. 
He spent 24 years as a lawyer for the Tennessee 
Valley Authority, the granddaddy of all public 
power projects. 


Farmers vote against REA 


Apparently not all farmers are militant sup- 
porters of government subsidies for electric 
power. Rep. Paul Findley, a Pittsfield, Ill., news- 
paper publisher and a Republican, succeeded Rep. 
Edna Simpson in the farm district by campaign- 
ing on a platform calling for farmers and REA 
co-ops to “renounce any further desire for sub- 
sidized federal loans.” He contended Americans 
have been “seduced by the siren song of federal 
aid—the mystic lure of something for nothing.” 
He called for fiscal sanity, an end to deficit spend- 
ing, and warned that these policies put our “way 
of life in jeopardy.” His winning majority was 
one of the largest polled in the district. 
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MEET 
THE 
MAN 


WITH THE BRIEFCASE! 


THE TULOMA GAS PRODUCTS COMPANY 
REPRESENTATIVE IN YOUR AREA 


NORTHEAST REGION 


R. P. Erickson 

190 State Street 
Telephone: HEmlock 6-4004 
Albany 10, New York 


YORKTOWN DISTRICT 

D. E. Hinchman 

P. O. Box 328 

Yorktown, Virginia 
Telephone: TWilight 8-5411 
Seaford, Va. 


MIDWEST REGION 

D. R. Schoeneman 

2313 Prospect Avenue 
Telephone: CRestview 4-1664 
West Des Moines, lowa 


ST. PAUL DISTRICT 

J. R. Ruff 

2163 East Hawthorne Avenue 
Telephone: PRospect 1-7985 
St. Paul 19, Minnesota 


WOOD RIVER DISTRICT 


A. Burt Davis 

128 Hickory 

Telephone: CLinton 4-8843 
Wood River, Illinois 


SOUTHEAST REGION 

L. W. Bennett, Jr. 

340 Davis Building 

136 Catoma Street 
Telephone: CHerry 7-7236 
Montgomery, Alabama 


KANSAS DISTRICT 

M. W. Barker 

Ralsamore Hotel, P. O. Box 828 
Telephone: FLanders 6-1207 
Ulysses, Kansas 


MIDLAND DISTRICT 

W. N. Winzeler 

901 West Missouri St. 

P. O. Box 1072 
Telephone: MUtual 2-3943 
Midland, Texas 


SALT LAKE CITY DISTRICT 
A. N. Fusie 

Utah Oil Building, Room 520 
Telephone: ELgin 9-491] 

Salt Lake City 10, Utah 
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EL DORADO DISTRICT 

J. D. Havens .... M. J. Norris, Jr. 
1001 Paxton Road 

Telephone: UNion 3-6670 

El Dorado, Arkansas 


Look for the man with the brief 
case. He has a satchel full of profit 
making ideas, new concepts for the 
LP-Gas industry, plus plain old- 





CASPER DISTRICT 

W. J. Preble C. R. Englert 
152 North Durbin, Room 110 

P. O. Box 696 

Telephone: 237-2415 

Casper, Wyoming 


fashioned dealer service. Why not 
let the man with the briefcase go 
over your plans for expansion. 
Think it over . . . then take “Tuloma 
and GROW!” 








HOUSTON DISTRICT 

J. E. Blanco 

112 Meyerland Plaza Mall— 
Suite 23 

Telephone: MOhawk 7-3324 

Houston 35, Texas 





]uloma 
TULOMA 2 7*~ 
GAS PRODUCTS COMPANY 


Pan American Building / LUther 2-3261 / Tulsa, Oklahoma 








Some of world's largest LP-Gas 
transportation — and it's Tuloma’s. 


Plant expansion at one of 
Tuloma’s 57 production points. 
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Tuloma’s expansion 


INCREASED 
PRODUCTION 


ENLARGED 
STORAGE 


ADDED 
PIPELINES 


EXPANDED 
COVERAGE 


JUMBOIZED 
TRANSPORTATION 


. to bring Tuloma’s 
“Plus Service” right to you. 


... TO HELP YOU GROW! 





“Lure industry with REA" is plan 


A new expansion of the rural electrification 
program could come under the guise of water and 
other resources development and under the cloak 
of a new “rural redevelopment” program. 

Reports of several White House advisory 
groups, including ones on depressed areas, eco- 
nomic development, and natural resources, have 
all called for a bigger government-backed rural 
power program as a means of boosting the 
economy. 

Several congressmen have backed an expanded 
power co-op program as a means of attracting 
industry and business to rural areas through the 
lure of cheap power. 

Several strong REA supporters won key Sen- 
ate committee posts, including Sens. Lee Metcalf, 
D., Mont., Joseph Hickey, D., Wyo., Eugene Mc- 
Carthy, D., Minn., and Maurine Neuberger, D., 
Ore. 

While the new Democratic Administration was 
laying these plans, former President Eisenhower 
in his final budget message to Congress was mak- 
ing a last plea for creation of a special REA bank. 

This bank would be established with a federal 
loan, but owned and managed by the REA bor- 
rowers. Eventually, the federal loan would be 
repaid. 

Bills have been introduced in Congress to raise 
the current 2 per cent interest rate to a figure 
equal to what the U. S. Treasury pays for the 
money it borrows (now about 4% per cent). 
Among the sponsors are Reps. James Utt and 
Edgar Heistand, both California Republicans. 
There is little chance for success, however. 

Other bills affecting REA introduced in Con- 


gress include one by Rep. Heistand to ban federal 
loans to any REA co-op which “engages in propa- 
ganda” or attempts to influence legislation or 
supports a political party or candidate, and one 
by Sens. Wayne Morse and Maurine Neuberger, 
Oregon Democrats to juggle the cost of the pro- 
gram by requiring the loans to be carried as 
“investments” rather than expenditures on gov- 
ernment books. 

New Agriculture Department figures show that 
some 97 per cent of all farms are now electrified, 
with REA co-ops serving half of these plus more 
than 2 million non-farm consumers. Total co-op 
consumers hit 4.8 million during the year with 
105,000 added during 1960 and another half- 
million scheduled to be served in the future. 

REA approved $254.5 million in new loans in 
1960 bringing the total for the 25-year history 
of the program to $4.2 billion. Included was the 
largest single loan in the REA history—$25.8 
million to Southern Illinois Power Cooperative. 


Fuels policy threat grows 

The drive for a national fuels policy is devel- 
oping a full head of steam, with Democratic con- 
gressional leaders and the Kennedy Administra- 
tion fueling the boiler. 

Bills to set up a joint Senate-House committee 
to study the national fuels proposal are pending 
on both sides of Capito] Hill. 

The natural gas and petroleum industries have 
opposed the study because they say it will un- 
questionably result in the coal-industry-sponsored 
limitations on sales of gas and other “high-grade 
fuels” for industrial uses. They have, however, 
promised cooperation. 


CURRENT L.P. GAS & LR. GAS PRODUCTION & INVENTORIES 





(A.P.1. figures—in thousands of gallons) 


Butane 


Propane 


Bu-Pro Iso- 
Mix Butane 


Total 
LRG 


Other Total 
Mixes LPG 





Production (U.S.) 


186,266 
193,861 
2,242,199 
2,207,375 


342.865 
379,517 
4,507,470 
4.087.577 


Jan. ‘6! 

Jan. ‘60 

‘6! to date 

‘60 same period 


58 546 
48 608 
702,241 
733,353 


69,132 
57,294 
752,489 
697 875 


70,933 
74,071 
933,080 
818.084 


727,742 
753,351 
9,130,479 
8.574.174 


286,69! 
262,444 
3,502,023 
3,061 766 





Inventories (1-31-61) 


Zone A 11.659 655 
Zone 8 45,172 10,538 
Zone C 84.237 20,555 
Zone D 67.033 9,078 
Zone E 114.081 75,737 
Zone F 154.267 47,370 
Zone G 4.015 1,082 
Zone a : eit 929 303 
{ P 481,393 165,318 

425,02! 129,466 
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20 5 12,339 
1,038 829 58.570 
547 4,101 109,440 
15.591 1.549 93.430 
1,876 33,117 231.178 
1,150 17,346 220.192 
9,008 14,175 
159 142 1.643 
29,389 46.208 740,967 
25.293 36,550 637.847 


14.829 
24.218 
10,568 
584 
64.429 
3,590 
939 
36.819 
155.976 
95.871 
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Chevy's powerful, efficient Taskmaster V8 
Extra strength where it counts gives Chevy cabs combines big-truck might and muscle with 
rock-solid rigidity to stay in shape years longer top operating econorny. 
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Independent Front Suspension with ‘‘walking wheel’’ action paves the way t 
bigger earnings with a smoother ride and reduced maintenance expense 


CHEVY BUILDS "EM BETTER (TO BOOST YOUR EARNINGS)! 


DEEP-DOWN DURABILITY 





SAVES YOUR DOLLARS IN 
1961 CHEVROLET 
MEDIUM-DUTY TRUCKS........ 


nents that add to tough-truck durability and earning ability; the strong reasons why a Chevrolet 
middleweight can take plenty of punishment—and keep on taking it. Here’s why these rough-and- 
ready haulers squeeze bonus earnings out of tight budgets! 


Take a look at the Chevy cab (pictured at left). 

It’s built solidly to take any poundings your 

rough-and-tumble runs can throw its way; to 
stay in shape for years, lengthen effective truck working 
life and minimize maintenance expense. Notice the 
husky longitudinal sills that reinforce the cab underbody 
to reduce vibration and provide a solid foundation for 
cab sheet metal. Check the extra sturdy door openings 
with box-section pillars and sills to keep doors weather- 
tight and in lasting alignment. See how the husky 
box-section pillars support the rigid, double-walled roof 
panel for greater safety and maximum cab strength. 
(And this cab is just as comfortable as it is rugged!) 


More evidence of Chevy’s deep-down strength 

and toughness can be found beneath the hood. 

There you'll find the 261-cubic-inch Jobmaster 6 
—a work-proved dollar-saver. Its sturdy components— 
forged steel crankshaft, high-alloy inlet valves, pre- 
cision bearings, hard-faced exhaust valves with Roto- 
coils, all-weather electrical system and many more— 
are solid assurance of maximum efficiency and economy. 
Or the big 283-cubic-inch Taskmaster V8 illustrated at 
left (optional at extra cost) to supply plenty of torque to 
move maximum payloads with minimum strain or wear. 
Low maintenance costs stem from features like alumi- 
nized high-alloy inlet valves, hard-faced exhaust valves 
with Rotocoils and Moraine 400 precision bearings. 


Chevy’s bump-beating Independent Front Sus- 

pension system provides still another reason for 

dollar-saving durability. Tough, friction-free 
torsion springs cushion the ride; ruggedly built control 
arms guide each wheel to give sure, stable handling; 
sturdy, custom-tailored shock absorbers further reduce 
road shock and offer maximum ride control. The result 
is a new kind of smooth truck ride that lengthens truck 
life; cuts wear and tear to reduce maintenance. These 
reasons for ruggedness go on and on te help reduce 
your costs. They’re all the result of Chevy’s deep-down 
durability. See your dealer about it soon. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 





CHEVROLET POWERMATIC, developed especially 
for big truck duty, provides fully automatic driving 
ease for all Series 60 and 60-H models (optional 
at extra cost). With six forward speeds in four driving 
ranges, plus torque converter action for getting 
under way and cushioning drive-line shifting shocks, 
Powermatic adjusts automatically to load and road 
conditions. 
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Coleman builds the most complete and only bonded line of heating and air conditioning. Investigate! 
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How to convert Freon cylinders to LPG 
use .. . What equipment is suitable for 
manure drying? . . . Formula for mixing 
in methanol to prevent freeze-ups. 














Precautions to heed 
when filling cylinders 
New York 


I would like to know if there are 
any laws to prevent selling propane 
gas on a cash-and-carry basis, 
either federal or state. 

I have bought some cylinders and 
would like to know if they would 
be legal and safe to use for propane 
gas. They have the following in- 
formation on them: United States, 
Freon-12, ICC4 B225, 109504, 12-51 
PST, TW 50, and WC 122.7. 

If you cannot give me this infor- 
mation please tell me where I can 
find it. 

P. E. W. 

There are no laws, either federal 
or state that we know about, which 
prevent a dealer from selling propane 
on a cash-and-carry basis. You should, 
however, check with your state and 
local authorities who administer the 
L. P. gas codes. Also, the Bureau 
of Weights and Measures in your 
area and state should be contacted, 
and any special regulations checked 
out regarding the method of measur- 
ing and pricing the fuel in cash-and- 
carry cylinders. Some areas are 
rather specific and arbitrary about 
the methods of measuring or pricing 
fuel in small cylinders. 

The ICC4B225 denotes that the 
cylinder was manufactured in ac- 
cordance with the Interstate Com- 
merce Commission’s specification 4B 
for a working pressure of 225 psig. 
Cylinders manufactured under the 4B 
specification meet the ICC require- 
ment for L. P. gas. 109504 is the 
serial number and 12-51 denotes it 
was manufactured in December 1951. 
PST is the manufacturer’s symbol, 
which, in this case, is Pressed Steel 
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Tank. TW 50 denotes the tare weight 
and WC 122.7 says it has a water 
capacity of 122.7 lbs. 

You should obtain a table of filling 
densities so that the cylinder can be 
filled with the proper amount of pro- 
pane. This is very important because 
cylinders cannot be filled completely 
full. Propane has a high coefficient 
of expansion and a cylinder that is 
overfilled may expand if warmed up 
due to warmer weather or direct 
sunshine on it. There is a table of 
“Maximum Permitted Filling Den- 
sity” on page 24 of Pamphlet 58, 
“Standard for the Storage and Han- 
dling of Liquefied Petroleum Gases,” 
May 1960 edition. Copies can be ob- 
tained from the National Fire Pro- 
tection Association, 60 Batterymarch, 
Boston, Mass., at 50 cents per copy. 

The cylinders you have purchased 
were made for Freon-12 gas and 
should be carefully cleaned out before 
using them for L. P. gas. Also, the 
valves and safety devices should be 
replaced with types that are approved 
for propane service.—Ed. 


TH 


Manure drying is 
new field for industry 


Virginia 
Will you kindly give us any in- 
formation you may have on drying 
chicken manure for the purpose of 
packaging it for commercial sales? 
The amount involved would be 
about 300 tons per year or approxi- 
mately a ton a day, after drying. 
M. H. B. 


Regarding equipment for drying 


chicken manure, we did not know of 
such equipment when you wrote to us, 
and we have not been able to find 
anyone who does have such equipment. 

It is possible that some of the crop- 
drier manufacturers build equipment 
that can be adapted to this use. 

For names and addresses of crop- 
drier manufacturers, see the latest 
edition of the BPN Catalog & Buyer's 
Guide.—Ed. 


Volkswagen truck 
converted to LPG 
Nebraska 

We would appreciate suggestions 
for converting a Volkswagen truck 
to propane. It will be necessary for 
this truck to operate in sub-zero 
weather and, consequently, it 
should have some type of vaporizer. 
We would prefer that it be a dual 
fuel, gasoline-propane job. 

Incidentally, this truck will 
operate approximately 80,000 miles 
per year. 

R. M. L. 

One method which is proving very 
successful has been used in Holland. 

The Volkswagen engine is air 
cooled and no cooling water is avail- 
able which can be used as a heat 
transporting medium. Rather than 
use the exhaust gas-heated system, 
which is unsafe and does not have 
a constant mixture strength, a small 
water tank—2% gal—was installed 
for an auxiliary water system. 

Through the steel pipe running 
from the exhaust, another pipe for 
water circulation was run. The sys- 
tem works very satisfactorily with- 
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out freeze-ups, and the cooling water 
circulates by thermosyphon action 
only. 

Other methods, such as using a blast 
of air from the fan or incorporating 
oil from the crankcase, have met with 
varied success.—Ed. 


Trailer bottles easily 
refilled in USA 


London, Eng. 

I visited the Caravan Exhibition 
at Olympia, London, recently and 
talked to the Shell-Mex and BP 
Gases Ltd. regarding the supply 
of butane or similar type of gas 
available in America, since I was 
having a refit of my motorized 
caravan before setting out for a 
9-month tour of the U. S. I am 
visiting London from Australia 
and so far have toured 20,000 
miles on the continent. In England 
and Scotland I have found difficulty 
in obtaining supplies of gas. The 


above mentioned people kindly re- 
ferred me to you. 

Could you please let me have 
information relative to the size of 
the bottles available, and if they 
are interchangeable from one state 
to another. On the other hand, if 
I brought my English bottle in the 
van, would I be able to have it 
refilled easily? Would new fittings 
be necessary or is there an adapter 
I could buy? 

W. G. S. 


The approximate dimensions of 
most cylinders or bottles used in 
this country are 14 in. diam. by 18 
to 20 in. high including the base ring 
at the bottom and the valve guard at 
the top. 

Usually our trailers carry two of 
these small cylinders securely but not 
permanently fastened to a suitable 
support on the trailer hitch or tow 
framework. When one becomes empty, 
the second is used to supply the fuel 
The empty one is refilled at a station 
equipped to perform the _ service, 
then returned to the support bracket 
as the spare cylinder. 

Cylinders of this type are not 
usually exchanged in this country 
unless the supplier of fuel has a 
group of customers who are relative- 





ly permanent. Suppliers who can fill 
the cylinders are fairly common. 
There is usually one or more nearby 
in most cities, even in many of the 
smaller towns, Also gasoline (petrol) 
stations, may be able to fill the 
containers as many trucks operate 
on L. P. gas in this country. Local 
inquiry, or reference to the “yellow 
pages” of our telephone directories 
will list the names and addresses of 
suppliers. 

You may have some difficulty in 
this country if the cylinders you use 
are not made and stamped in accord- 
ance with our Interstate Commerce 
Commission (ICC) markings denoting 
the specifications under which they 
are made, their working pressure, 
capacity, and other pertinent data 
required by the codes. 

The valves in your cylinders may 
or may not be the same as predom- 
inantly used in this country. Valves 
patterned along the same lines as 
the majority of those used here are 
used in Europe and other countries 
throughout the world. This valve has 
a standard female POL left-hand 
thread. However, there are special 
valves used by certain companies or 
in certain areas that have special 
threads. Usually adapters are avail- 
able for filling the more common 








You'll haul MORE GAS and LESS STEEL than 
ever before with a skillfully engineered, 
smart looking, streamlined Nor-Tex trans- 
port of T-1 and A-202B steel built to latest 
code ICC-MC-330. All fittings are recessed 
for safety. Exclusive Nor-Tex swirlproof 


RELIEF VALVES 
RECESSED 
FOR SAFETY 


Ff 
, nd F EG 


PrReooucrs 
COMPANY 


National Sales Agents For 


MING: 


today. 


OUTAGE, PRESSURE, 
and ROTARY GAGES 
RECESSED FOR 
SAFETY 


OF PAY LOAD 


2 
4 


AURA en 
ULLAL 


TART AAR 


wit wha fun 


SWIRLPROOF 

SUMP 
Safely and Easily Un- 
loods Every hoe of Ge. 





SUMP permits easy unloading of EVERY 
DROP OF GAS. More safety and profit ‘‘ex- 
tras’’ for you because they are built by men 
with years of actual bulk plant experience. 
Get the facts! Write, wire or phone collect 
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“special” connections. Nearly all our 
cylinder valves have a %-in. NPT 
male thread for connecting into the 
opening of the cylinder.—Ed. 


Se 


Best way to prevent 
regulator freeze-ups 


Ohio 


We are coming into a season 
when we might be faced with regu- 
lator freeze-ups. Some years ago 
you had an article that described 
a mixture of the glycerine and al- 
cohol. 

We have lost the formula and 
would appreciate it if you would 
send it to us. When we used this 
formula, we had very little diffi- 
culty with our regulators. 

E. R. G. 


I do not find any reference in the 
back issues of our magazine to a 
mixture such as you describe. How- 
ever, many dealers find that methyl 
alcohol or methanol added to each 
container in the ratio of about 1 qt 
per 1000 gal of L. P. gas will effec- 
tively reduce freezing problems. 


Of course, the proper manner to 
prevent freeze-ups is to keep moisture 
out of the fuel. This is dependent 
upon receiving a clean, dry fuel and 
having the customer’s tanks dry be- 
fore fuel is placed in them. Take 
good care of your own and the cus- 
tomer’s equipment. Keep filler valves, 
hose lines and other openings capped 
when not in use. Remember that 
splashing water, rain and snow enter- 
ing fittings or hose lines can be forced 
into tanks and contaminate the fuel 
enough to cause freeze-ups. It is most 
often such seemingly minor items as 
these that can cause the biggest 
headaches.—E 


Ed. 
LPG deliveries 


limited in gallons 
Illinois 

Recently I have had several 
customers with good size storage 
tanks who limit their deliveries 
in gallons. They claim that they 
get better results by doing so. 

Are there any advantages from 
such practice? 


There is no reason, other than 
psychological, that I know about that 
will bear out your customer’s con- 
tention. 

Two or three smaller fuel bills 
may not be as shocking or as indelibly 
printed in their memory as one larger 


bill.—Ed. 


=o 


Does anybody make 
L. P. gas engine heads? 
Arkansas 
Could you give me the name of 
any company who manufactures 
L. P. gas engine heads for a 1955, 
6-cylinder Chevrolet truck? 
A. B. W. 


We do not know of any company 
which manufactures cylinder heads 
especially for service with L. P. 
gas as the fuel. 

There are several companies which 
make high-altitude pistons and other 
similar parts on an _ independent 
basis. Your automotive parts supply 
house may know of some company 
that manufactures the head you 
desire.—Ed. 


R. E. L. 
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* CUSTOM x DE LUXE 


Sleek, LIGHT-WEIGHT, streamlined twin or sin- 
gle barrel BOBTAILS featuring Nor-Tex pio- 
neered ALUMINUM SKIRTING and CABINETS. 
Practical engineered 3000 WG units and over, 
on cab-over or cab-forward trucks, are still 
within the 18,000-ib. axle limit. High-flow 
plumbing delivers ‘‘extra’’ gallons faster. For 
efficiency, durability, payload, fast loading and 
unloading, balance and appearance, Nor-Tex 
BOBTAILS just can't be beat! 








HAUL MORE GAS 


BALANCE YOUR LOAD THE NOR-TEX WAY and LESS STEEL 


... Finance the Balance 


Dependable ROUTE-RATED units 


As costs increase and profit declines, guess- 
calculations of delivery unit size becomes more 
and more hazardous. It's no wonder Nor-Tex 
Route-Rating service has grown so popular. 
Units are built to fit your need, based on length 
of route, terrain covered, convenience of cab- 
inet location, and trips required on peak loads. 
**Route-Rating” helps you deliver extra gallons, 
work fewer hours, drive less miles and elimi- 
nates costly overtime expense. 


Aluminum Skirting 


and Cabinets Phone 382-5416 
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Trained service men 
keep your 
gas appliances sold! 


Every working day . . . the year ’’round . . . there’s a Robertshaw 
service training school in session somewhere . . . and this 
14-year-old service training program is the model of the indus- 
try. The program is free ... all you need supply is your 
men and their time. 

From Santa Maria, California to Garden City, Long Island, 
gas utilities, appliance manufacturers and dealers send students 
to regularly scheduled service training schools, usually within 
easy commuting distance. 

To keep all your gas appliances sold . . . specify Robertshaw 
FLAME MASTER and FLAME SET controls on your gas ranges and 
keep your service men well-trained. For further information 
on Robertshaw’s Service School schedule, write Robertshaw 
Thermostat Division, Department VMA 7652, Robertshaw- 
Fulton Controls Company, Youngwood, Penna. VMA-7662 
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By WILLIAM W. CLARK °* Editor 


The stage is set 


THE OLD IDEA ABOUT “BETTER MOUSETRAPS” has 
been pretty well discredited in recent years. No- 
body is beating a path to anyone’s door. Mar- 
kets aren’t built on automatic demand. Demand 
must be created. 

Within the petroleum family, complex as it is, 
the creation of demand can be traced back be- 
yond the sales organizations right to the source 
of supply. The relationships of our particular 
“cut of the barrel” to the other petroleum- 
derived fuels has been of tremendous importance 
in shaping our markets. These markets carry a 
multiple lock—and one of the keys that open it 
is surely production. 

So it must come as good news to find growing 
evidence that, at the producing end, our place in 
the petroleum family is steadily becoming more 
important. 

Rather impressive evidence comes from the 
year-end report of the Texas Railroad Commis- 
sion, which has jurisdiction over production in 
the nation’s No. 1 producing state. The commis- 
sion can, and does, pro-rate the output of the 
state’s wells. 

In 1960, according to the report, crude oil pro- 
duction was going nowhere. It was the same old 
story, told over and over again in the past few 
years. By contrast, the report noted, the yield in 
natural gas liquids averaged more than 600,000 
bbl. per day. This was 28 per cent more than the 
1958 yield. It was also equal to one-fourth of all 
crude oil production. 

In commenting on these facts, the “Dallas 
Morning News” declared that they “pinpoint an 
industry fact of life which is becoming more 
pronounced each year—the increasing impor- 
tance of natural gas liquids as an economic re- 
turn for producers.” 

Further: “Rail board figures positively show 
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that more and more Texas oilmen are searching 
for and developing gas reservoirs. For example, 
there were 2131 gas well completions last year, 
306 more than in 1959.” And with natural gas 
comes natural gas liquids. (The newer gas fields, 
we are told, are “wetter” than the old.) In 
straining for all possible profits, producers are 
putting more emphasis on stripping out all the 
liquids they can. 

With this growing importance must surely 
come growing awareness. With growing aware- 
ness, our industry should start shedding some of 
the raiment of the stepchild. 

Added evidence can be found in a similar re- 
port from Canada. At year’s end, the president 
of the Canadian Petroleum Assn. said that pro- 
duction and use of crude had dipped about 4000 
bbl. per day, or 1 per cent, in 1960. He also 
noted that “the mounting displacement of crude 
oil by natural gas liquids and, to a lesser extent, 
the continuing replacement of natural gas as a 
heating fuel also have had their toll on the in- 
dustry during the year.” 


All this would seem to set the stage for this 
spring’s massed push for recognition by the big 
producers. The API is going to be given the 
full sales story on LPG. And the LPGA is shap- 
ing up its convention program to accomplish the 
same thing. As announced in last month’s issue, 
Frank M. Porter, president of the American 
Petroleum Institute, has been signed up to de- 
liver the keynote address at the big annual 
LPGA show in Chicago May 1. With this as a 
lure, the association is hopeful it can attract the 
chief executives of major LPG producing com- 
panies to the convention. 

The time certainly appears to be ripe. Let’s 
hope 1961 goes down as the year when L.P. gas 
first began to be recognized as a full-fledged 
partner in the petroleum products complex. & 





Available in 3 models, combines central heat efficiency with gas heater economy. 


Number One Salesmaker for ’61 
Martin Duo-Vent thru-the-wall Heaters 


If you want more gas heater volume, and more profits, here’s the sales-tested 

answer. Martin introduced the Duo-Vent last season. The combination of 

Martin engineering, Continental Console Styling and High Fidelity Heat memBeR 
resulted in so much consumer acceptance and consumer satisfaction that the 

Duo-Vent line has been expanded to three models for 1961. 


If you aren’t already handling the Martin Duo-Vent series, better get the com- ‘ 
plete Martin story now. For full details on America’s most complete and most 1" LH 
profitable line of gas heating equipment, see your Martin distributor, or write 

direct. 


See the Martin Line at the Atlanta Southeastern LPGA 
Cogvention, Booths 47 and 48, and at the Chicago LPGA 
Convention, Booths 207 and 208. 
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The truth 
about 
electric 
heat 


WILLIAM W. CLARK « Editor 


DOES !IT HAVE A FUTURE? 


THE BIG DOMESTIC LOAD FOR ELECTRICITY IN THE 
YEARS to come will be heating. The bigger it be- 
comes, the smaller will be gas’ share of the entire 
domestic market. 

That’s the way the kilowatters see it, at least. 
Right now they are doing everything in their power 
to bring the shift in heating fuels about. 

The threat is immediate. Electric heating as a 
method is not in its infancy, even if, as a science, 
it is still in diapers. 

The groundwork for the invasion of the furnace 
was laid more than 20 years ago‘). At that time, 
the electric industry was already in the air condi- 
tioning business. It was beginning to foresee the 
inevitable result of this growing load. The more 
popular air conditioning would become, the more 
severe would become the summer peak. Air condi- 
tioning would have to become all-electric, the year 
around, if it were to become an economic major 
load. 

Like any innovation, it was slow to catch on. By 
1950 there were only 87,000 homes using it‘). 
But it was beginning to gather momentum, and 
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Its proponents have taken 

one part fact, 99 parts fiction, 

and cooked up a sales story 

that has won over a lot of home 
owners. Here are the claims 

and the facts with which to refute them. 


each succeeding year saw a larger increase in sales 
than the year before. 

Exact census figures for the past few years are 
difficult to obtain. Agencies who have gathered such 
statistics fail to agree on numbers. However, one 
association lists the number of units in use in the 
U. S. as follows: 

1951 98,000 
1953 140,000 
1955 240,000 
1957 390,000 
1958 490,000 
1959 600,000 

At a recent meeting of the API Division of Mar- 
keting, it was reported that electrically heated homes 
totaled 719,000 as of Sept. 1, 1960. Philip Sporn, 
president of American Electric Power, was 
quoted‘*’ in 1959 as saying that “today only about 
500,000 homes are heated with electricity—35,000 
with heat pumps, 465,000 with direct (resistance) 
heat.” 

An ad in the “Saturday Evening Post” issue of 
Sept. 24, 1960, stated that “more than 850,000 
American families” had “total electric” Medallion 
homes. 

No matter whose figures you choose to accept, it’s 








obvious that the electric utilities are making great 
progress in this thing called “total electric living.” 
The Department of Commerce publication, “Con- 
struction Review,’’*) reported last July that “the 
annual volume (of heating equipment) manufac- 
tured for habitable structures is approximately 
$387 million, including electric heat, warm air fur- 
naces, and cast iron heating boilers. Of this total, 
approximately 46 per cent use gas as a heat source, 
42 per cent oil, 7 per cent electrically, and 5 per cent 
solid fuel.” (Note: Electricity has already passed 
“King Coal’!) 

In dollars, the “Construction Review” report 
shows that electric heating shipments in 1959 
totaled $27,834,294, which is more than 7 per cent 
of the grand total. 

As for the future, you get all kinds of startling 
estimates, depending upon whom you talk to or 
which source you read. 

Says Philip Sporn‘®) “We believe that by 1978 
it is possible we will have electric heat in 18 million 
homes, one out of every four. This will mean selling 
electric heat into 40 per cent of the 30 million 
homes that will be built in the next two decades. 
It will also mean selling it as a replacement fuel 
into 6 million existing homes.” 

In a short-term prediction, Ole Hill of Common- 
wealth Edison, Chicago, predicted‘®) that 134 mil- 
lion homes will be electrically heated in 1965. 

M. H. Wessel of Cavalier Corp.‘*) estimated there 
would be 3 million electrically heated homes in 1970. 

The electric manufacturers and utilities are not 
depending upon some occult magic to bring this 
about. They are spending—and will spend huge 
sums to see that it does. It has been reported that 
in 1960"), the electric industry allocated $20 mil- 
lion to promote electric heat. Its advertising has 
taken a clearly perceptible shift away from cooking 
and water heating, and toward home heating. Sat- 
urday Evening Post, Life, and Good Housekeeping 
carried big ad spreads featuring electric heat dur- 
ing 1960‘). In February a year ago, 80-some news- 
papers from Canada to Mexico, from the Atlantic 
Coast to the Pacific, carried full page ads in their 
Sunday supplements on the same day. All stressed 
electric heating”). 

In 1957"), only 29 per cent of all electric utilities 
actively promoted electric heat. In 1959, their num- 
bers had been swelled to 58 per cent; in 1960, to 77 
per cent. 

To show just how deadly serious the kilowatters 
are about this load, in 1960 General Electric’s ad- 
vertising budget‘) for the promotion of electric 
heat exceeded anticjpated gross sales by somewhere 
between 30 and 70 per cent. 

The electric utilities are also busily giving money 
away to get the electric load. Sioux Valley Empire 
Electric Association, Inc., Colman, South Dakota, 
ran ads which promised, “Old home or new home, 
install electric heat and get a 200-amp electric serv- 
ice entrance (worth $250) free.” In one case‘), 
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the Chicago electric utility subsidized an apartment 
with $55,000 worth of advertising in newspapers, 
radio, and television in exchange for the privilege 
of putting electric heating into the units. 

It has been common practice for this and other 
utilities to pay engineering fees to get electricity 
placed in schools and institutions. 

Why all this flurry of activity? Is the summer 
peak-load problem as serious as all that? 

Says Edwin Vennard, executive vice president, 
E. E. IL.: “Because of air conditioning more than 
half the country has a summer peak in electric 
demand‘).” Says Merrill Skinner, Vice President 
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Will electric heat enjoy the phenomenal success that gas 
heat enjoyed in the past decade? The killowatters think it will. 
The grey area depicts the gos heat sales curve from 1940 to 
1960; the black depicts the electric utilities’ expectations. 
Within 5 years, they look for the sales curve to begin to soar. 
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“The market potential is terrific” 


of Union Electric Co., St. Louis: “The utilities 
must do something to get more winter load to fill 
up the valley between summer peaks. We have 
room to add 25,000 electrically heated homes with- 
out adding one kilowatt of extra generating power. 
Companies to the south of us have more off-peak 
capacity than that.‘*)” 

Anyone who has had experience with peaks and 
valleys can appreciate the seriousness of the situa- 
tion. Idle capital equipment is a heavy financial 
drain. Gas utilities sell summer-load gas at “dump” 
rates; LPG suppliers drop their prices when sup- 
ply outruns demand. The electric utilities are no 
different; their generating capacity must be used 
at a high load factor if it is to pay out. 

Another reason why heating is a must load for 
electric utilities is that they are drawing ever 
closer to a reasonable saturation figure in conven- 
tional domestic appliances. The days of spectacu- 
lar growth are over. At the end of 1959, there were 
17 million electric ranges in use as against just 
over 8 million ten years earlier. Annual sales of 
ranges are now just about holding even, year by 
year. Water heater sales are doing less well today 
than they were in the middle fifties. Gas clothes 
dryers are making serious inroads into the clothes 
dryer field, once almost electricity’s private preserve. 

In its fight against a reawakened gas industry, 
there is still one especially promising battleground 
for electricity—the heating load. If the electric 
utilities sell their fuel for heat, the other domestic 
uses are a cinch to fall into line. Once gas is 
barred from the basement, it’s going to find itself 
out of the kitchen as well. 

It is also a matter of record that in the past, 
before electric heat was really fully developed, elec- 
tric utilities actively promoted oil heat. Why? 
Obviously to keep gas out of the home. They real- 
ized that if they could bar it from the furnace, it 
was out of the kitchen for good. 

Paul W. Emler‘?) spells out the necessity of sell- 
ing electric heat in these words: “Our residential 


load can continue to grow from more customers 
due to population growth, and from the sale of 
more accepted appliances. But this growth is lim- 
ited. Even if it were possible for us to reach a 
saturation figure of 100 per cent for electric ranges, 
water heaters, and clothes dryers, our average use 
would probably not exceed 7000 or 8000 kwh per 
year. 

“Consider also that as the years roll by and 
saturations on appliances build up, it becomes 
harder to push the saturation higher and still 
higher. . . 

“On the other hand, we can—if we promote and 
sell electric heating—set our sights on an average 
use of 10,000 kwh per year per customer as a rela- 
tively immediate goal and can put 20,000 kph per 
year on the horizon. . 5 

Says another electric utility representative: “The 
only way utilities can reach saturation is with elec- 
tric heating.’’‘*? 

And another: “The market potential is terrific. 
By 1980, tic additional load could be 350 billion 
kwh, or as much as total sales to all ultimate con- 
sumers in 1952.’'*) 

Says C. K. Rieger of GE: “At General Electric, 
we have a tremendous stake in househeating. Elec- 
tric heat is fundamental to our future if we are 
to protect our investment in the major appliance 
business.” ‘*) 

With this evidence, there can be little doubt that 
electric heat is the domestic load of the future, in 
the eyes of the kilowatters. If they are correct, 
this will open the way for a great game of camel 
in the tent. Consider what will happen in the new 
home: There will be no chimneys and no vents, 
so a change back to “combustion” fuels would be 
costly and disruptive. They will work to promote 
basementless houses or houses that allow no room 
for furnaces. So a customer doesn’t like electric 
heat and wants to change back to gas? He'll have 
to pay the piper first. Many, of course, have already 
done just that. 


IS IT A REAL THREAT BEYOND THE MAINS? 


ALTHOUGH, AS PHILIP SPORN HAS BEEN QUOTED AS 
SAYING, electric heat must be introduced into 6 mil- 
lion homes in order for his goal of 18 million homes 
in 1978 to be achieved, the most immediate threat 
is in new construction. It will be in builder homes 
primarily, because many builders will take the sub- 
sidies offered by the utilities and hang the operat- 
ing costs. Since most builder homes are the pros- 
pects of natural gas utilities (either immediately 
or soon), the problem is of more immediate con- 
cern to our city cohorts than to us. However, 
trends in city dwellings ultimately spread to the 
country: this has been demonstrated time and 
again. 

Admittedly, again, a lot of the LPG dealer’s in- 
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stallation business is of the replacement type. So 
the likelihood of his being faced with a house not 
planned for a chimney or vents is, in the immedi- 
ate future, not great. 

So he might discount the short-term threat of 
being permanently barred from the furnace room. 
On the other hand, he is as vulnerable on replace- 
ment business as is his gas utility brother. Electric 
heat can replace existing gas systems; it’s possible 
to use the same ductwork. Or to ignore it com- 
pletely. 

All of these potential threats have to do with 
central heating, and since a majority of the dealers 
are concerned more with direct heating, many of 
them are lulled into false security. Some of those 





The truth about electric heat: 





who participated in our round-table-in-print on the 
subject of electric heat’s threat (see December 
1960, January and February 1961) felt it was not 
a threat to this wedge of the market. 

However, the facts dispute this conclusion. Most 
heating equipment being sold is the direct type. 
The No. 1 seller is the radiant baseboard, which 
in most instances is not hooked up to a central 
furnace. This accounted for 29.9 per cent of the 
dollar value of all units built in 1959. Convectors 
with fan took 20.1 per cent, without fan 15.3. Glass 
panels, radiant and baseboard together, totaled 7.5 
per cent; unit heaters and unit ventilators, 30.3 
per cent; cable systems, 5.6 per cent. Central warm 
air furnaces accounted for only 0.3 per cent. 

One utility executive says‘) that only 7.1 per 
cent of all electric heat systems are the much pub- 
licized heat pumps. The rest are direct resistance 
units. 

As of early 1960, the relative volumes of units 
in use were as follows: Ceiling cable, 28.7 per cent; 
ceramic core, 25.8 per cent; baseboard, 15.9 per 
cent; wall units, circulating fan-type, 12.3 per cent; 
heat pumps, 7.9 per cent; wall units, radiant glass, 
4.2 per cent; portables, 2.8 per cent; furnaces, 0.4 


per cent; other, 2.0 per cent.“°% 

Those who deny that electric heat is a threat to 
the direct heat business might be thinking of the 
construction problem rather than the heat source. 
Ceiling cables, for example, are a construction item, 
even though they are classed as direct heat units. 
They are not easy to “hang on” as are some direct 
gas units. But electric panels and baseboard are. 

In some areas, electric heat is a top seller for 
supplemental heating, and has been for years. In 
the south and southwest, for example, people like 
to have separate heat sources for the bathrooms. 
On many balmy days, the central thermostat will 
have been satisfied but the bathroom is a little 
chilly for a person who has just stepped out of the 
bath. He likes to have a quick shot of heat. So 
whether they have the central heat ducted into 
bathrooms or not, they like to have a localized 
heat source so they don’t heat up the entire house 
to a nitch above the normal comfort level. 

Why should electricity be favored over gas for 
this application? Well, there was no venting to be 
considered, for one thing. And contractors have 
been thoroughly sold on the idea that electric heat 
is “safer” in the bathroom. 


WHO RECOGNIZES THE THREAT? WHAT’S BEING DONE ABOUT IT? 


The AGA's advertising program combatting electric heat is 
already well under way. The emphasis is on fresh air vs. stale 
air. The most effective campaigns can be waged on this issue 
since, next to cost, stale air is the electric systems’ greatest 
weakness. 


THE AGA, WHICH HAS BEEN SURPRISINGLY QUICK- 
FOOTED FOR AN ORGANIZATION of inherently con- 
servative utilities, acknowledges that the threat is 
serious. This awareness materialized into specific 
programs in the late 1950’s. In typically sound 
fashion, the utilities began with investigations of 
the competitive facts, setting up test cases for 
study under the banner of the AGA Committee on 
Comparison of Competitive Services. Having pro- 
ceeded far enough to be satisfied of the security 
ef their position, they launched a full-scale (but 
stiil underfinanced) salient in 1960. 

More than $500,000 was earmarked for the heat- 
ing load battle. Of this, $117,000 was allocated 
for research on gas heating, $65,000 for continua- 
tion of engineering studies, consumer research, 
and other market studies; the remainder was for 
promotion and advertising. But for direct adver- 
tising alone, only $70,000 was made available. 

In 1959, AGA had appealed to GAMA for $100,- 
000 to supplement its own budget. E. A. Norman, 
president of Norman Products Co., Columbus, Ohio, 
and president of GAMA at the time, spearheaded 
a drive to win an affirmative reply to the request. 
Said he: 

“Collectively, you and I sell gas heating equip- 
ment to the tune of $300 million a year. The pub- 
lic spends close to $1.5 billion per year on gas and 
oil heating equipment. 

“Is it any wonder that the electric industry cov- 
ets the heating market?” 


BUTANE-PROPANE News 





Most equipment is the direct heati ng type 


The heating manufacturer members of GAMA 
turned a deaf ear. When they were polled on par- 
ticipation in a joint program, in May of last year, 
they voted it down, 86 to 54. Even more indicative 
of their attitude than this three-to-two majority 
against, however, was the fact that only 140 out 
of 311 even voted! Thus, it seems safe to assume 
that only 54 out of 311, or less than 1 out of 5, 
favored participation. 

This did not rule out the possibility of their 
carying on unilaterally, of course. Maybe some 
wanted to go it alone. But it’s safer to bet that 
most of them have decided to join the electric 
forces, rather than try to lick ’em. 

Take Lennox Industries, for example. Lennox 
is a giant in the gas heating field. Speaking before 
convention of the National Warm Air Heating and 
Air Conditioning Association, President John Nor- 
ris of Lennox said: “Just as soon as we as a warm 
air industry have something (equipment) available 


WHAT IS ELECTRIC HEAT? 


THERE ARE NUMEROUS TYPES OF ELECTRIC HEAT- 
ING EQUIPMENT in use today. Perhaps the most 
heavily publicized is the heat pump, which of course 
is a year-around air conditioner rather than strictly 
a heating unit. It is also over-rated as an imme- 
diate threat to the gas heating load, judging from 
the small number of units in use. 

The most numerous category of equipment, by 
far, is convector-type radiation and baseboard radi- 
ation, lumped together. Between them, these sys- 
tems accounted for 66 per cent of all shipments, in 
dollar volume, in 1959. 

Unit heaters and unit ventilators accounted for 
20.3 per cent. These are used primarily in indus- 





(for ducted air heating), we are going to get full 
and enthusiastic cooperation from the entire elec- 
tric utilities industry. They need us—more than 
many electric utilities yet realize.” 

“Construction Review” notes that manufactur- 
ers are crawling on the bandwagon in growing 
numbers: “Of the manufacturers contacted in the 
(heating equipment) survey, 13 stated they did 
not manufacture electric heating equipment in 1959 
but that production was contemplated in 1960 or 
soon thereafter. There is every indication that the 
use of electricity as a fuel for all types of space 
heating is receiving careful attention from the 
entire heating equipment industry.”‘*) 

Incidentally, in the GAMA balloting, the furnace 
division voted 3 to 1 against participation. The 
conversion burner manufacturers were 2% to 1 
opposed. The direct heating equipment and wall 
and floor furnace divisions were about evenly di- 
vided. Only the boiler makers favored it. 


trial and commercial] installations, including schools 
—demonstrating that the threat is by no means 
limited to the domestic load. 

Other types of systems include cables, embedded 
in ceilings and floors, which accounted for 5.6 per 
cent of the dollar shipments; glass panels, both the 
radiant and baseboard types, 7.5 per cent; and 
warm air furnaces, central, floor, and wall, 1.3 per 
cent.‘*) 

They may be classified another way: 

1. Direct electric resistance units, which include 
baseboards, wall panels, unit heaters, ceiling 
cable, and miscellaneous types. 

. Systems involving air handling, which include: 
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The truth about electric heat 


a. Warm air furnaces, using electric resistance 
units in place of the conventional gas units. 
b. Electric resistance heating elements inserted 
in ducts. This type of installation is adaptable 
to central summer air conditioning, humidifi- 


cation and dehumidification, air circulation, 
and air cleaning. 

. Warm air baseboard diffusers with electric 
resistance units built right in. 

. And, of course, heat pumps. 


THESE ARE ITS ALLEGED ADVANTAGES 


TO HEAR ELECTRIC HEAT’S PROPONENTS TALK, 
you’d never know that this prodigy was born of 
desperation and mothered by the utilities’ need for 
a load balancer. Suitably brainwashed, you’d con- 
clude it was the answer to the home owner’s needs, 
not the utilities.’ 

The industry has succeeded in taking one or two 
rather dubious advantages and transforming them 
into a whole spectrum of alleged advantages. It’s 
even taken two serious disadvantages and dressed 
them up to look like advantages. Finally, it has 
done a wondrous job of transposing cause and effect 
in this masterpiece of tortured logic: 

“(With electric heat) your home’s better insu- 
lated!” 

If you haven’t already encountered them from 
your electric competition, here are the chief claims 
you can expect to hear as the electric heat drive 
gains momentum: 

Efficiency—“All electricity consumed is converted 
into usable heat, not lost in pipes, ducts, and base- 
ments.’’(®) 

Safety—“No flames, no odors, no danger of burns 
or injuries.” ®) 

“It just isn’t possible to have a burst pipe or 
open joint. There is no combustion in an electric 
home.”’‘3) 

“Safe, simple, durable, fool-proof.’’‘7) 

“Electric heat is safe. There’s no pilot to light 
or to go out; nothing to escape, leak, drip, or boil 
over.” Commonwealth Edison, Chicago: “Since 
there is no flame, there is less risk of fire, no dan- 
ger from pilot light failure, no possibility of ac- 
cumulating combustible or noxious gases.”’‘*) 

Modernity—“Electricity is modern.” ‘*) 

Cleanliness—“Clean.” 

No fire, fumes, soot, or ashes. Only slight air 
movement keeps housecleaning chores to minimum, 
adds years of life to rugs, drapes, curtains, walls 
and ceiling paint or paper.”’‘® 

“It’s as clean as electric light. Electric heat 
burns no fuel, creates no dirt to soil draperies, 
walls or ceilings.” 

“An electric heating unit gives off no soot, no 
dust. The non-ducted systems do not circulate 
household dust from one room to another.’’‘* 

“No burners or chimney to need replacement or 
cleaning.” “No dirty air filters to change.” 

Comfort—“No drafts or cold spots. Heat dis- 
tributed evenly. No cold walls. Like sitting in the 
sun.’’(®) 

“You can put electricity anywhere you want and, 


therefore, you can have electric heat on or off 
wherever and whenever you want it.’’‘®) 

“Electrical heating provides closely regulated, 
even heat. With ceiling cable and other radiation 
equipment, comfort can be obtained at lower ther- 
mometer readings than with other types of heating. 
With baseboard installations, heat sources can be 
distributed around the perimeter of a room to 
counteract drafts from cold windows and walls. 
Ducted electric furnaces offer all the advantages 
of forced warm air heating and make ideal com- 
panions for central air conditioning systems.’’‘*) 

Compactness—“The units are small and can be 
built into baseboard, ceiling, floor, or wall. The 
space ordinarily allotted to a furnace can be put 
to some other use.’’‘®) 

“There’s no furnace to worry about with flame- 
less electric heating.” 

Silence—“No noisy radiators or furnaces.” ®) 

“With electric heating, there are no moving parts 
to... rattle you out of your sleep.” 

Installation Cost: “Costs less to install.” 

Says Ayers of Commonwealth Edison: “Electric 
heat has proven to be very good for apartments. 
Seventy-four per cent of our electric heat custom- 
ers in Chicago live in multi-family units. The 
apartment house builder saves a substantial amount 
on the first cost of the—no chimneys, flues and 
ducts, boiler rooms, fuel storage facilities and pip- 
ing. On one project, the builder saved $2300 per 
unit.” (3) 

Maintenance Costs—‘‘No maintenance, no fuss. 
With electric heating, there are no moving parts 
to wear out ... No burners to repair or replace. 
No filters to change, no cleaning or furnace inspec- 
tions to worry about. Once electric heating units 
are installed, your heating worries are over.” 

Convenience—“All types of electric heating are 
completely controlled automatically. All types ex- 
cept the heat pump are virtually free from service 
needs. There are no worries about maintaining a 
fuel supply. Independent room-by-room controls are 
easy to incorporate into the system, and it is simple 
to heat spaces sometimes hard to heat with other 
systems.”’(®) 

“Individual room controls. Heat where you want 
it at temperature you want. Completely automatic. 
Basement available for additional rooms.” 

There, in a selection of quoted remarks, are the 
advantages claimed for electric heating. They are 
about 1 part fact and 10 parts fiction, and the evi- 
dence available for rebuttal is overwhelming. 


BUTANE-PROPANE News 














SUPER COMPACT 2-TON AIR CONDITIONER 
PRICED FOR TRACT HOMES AND APARTMENTS 


This new Model 557 represents the essence of Bryant’s long years of research and successful experience in 
central air conditioning. Along with its companion Model 563, it puts you in a prime position to bid and get 
these close margin jobs at a profit. 


AIR CONDITIONS up to 1200 


square feet of living space. 


EASY TO HAN DLE on the truck, 


on the job. 


EXTREMELY SIMPLE 
INSTALLATION All you do is 


uncoil the 8 feet of permanently at- 
tached tubing, set the units in place and 
connect the wiring. Running, cutting, 
soldering of refrigeration lines, and 
purging is eliminated. 


MODEL 55/ comes with 8 feet of 


permanently attached tubing. 


MODEL 563 is the same unit 


without tubing attached. 





NEW SPACE-LABOR-MONEY SAVING DESIGN 














FOR HOMES AND GARDEN 
APARTMENTS. This view shows 
how unit can be placed within 4 
inches of outside wall with no sacri- 
fice of operating efficiency. 
Extended tubing permits fast, fooi- 
proof installation. 


QUIET OPERATION. Compressor is 
housed in sound-proof compart- 
ment for quiet operation, and large 
condensing surfaces permit lower, 
quieter fan speeds while maintain- 
ing full rated cooling capacity. 


q 
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FOR APARTMENTS. This view 
shows condenser, furnace, cooling 
coil and ducting housed in an out- 
side closet only 30” x 36’’. Note 
how condensate drains directly into 
downspout. 





EFFICIENCY INCREASED. Placing 
motor between the fan and the coil 
sets up a swirling action of the air 
that ‘‘scrubs’”’ the coil surfaces in- 
creasing heat transfer efficiency. 
Also, the motor is better protected. 


2 TO 7'4-TON UNITS TO FIT YOUR NEEDS. You can make up some sixty 
different combinations of Bryant condensers and coils to meet almost any 
conceivable need. See our new catalog. 


Join up with 


the company on the move!!! 


BRYANT MANUFACTURING COMPANY « Indianapolis 7, Indiana 


SOLID LOCAL SUPPORT in lay- 
out, sizing and supervision of 
jobs by factory trained air con- 
ditioning specialists is available 
through your local Bryant Dis- 
tributor or Factory Branch. 








COMPLETE HOME COMFORT CORE 
The cooling coil, condensing unit 
and 80,000 Btu furnace are com- 
bined in a compact yet easy to 
service package. In stack-on in- 
stallation, furnace opening is pro- 
vided in condenser cover. 


USE BRYANT’S Home Comfort 
Core Merchandising Plan (all 
ready to use) to get the inside 
track on and close those tough 
jobs. Your Bryant Distributor 
or Factory Branch has all the 
facts. 


12 REASONS WHY 
DEALERS LIKE 


BRYANT 


1. Most Complete Line. 2. Ex- 
clusive selling features. 3. Fast 
Delivery. 4. Most flexible financ- 
ing and credit aid. 5. On-the-spot 
counsel. 6. Sales and technical 
training. 7. Business manage- 
ment guidance. 8. Local ad cam- 
paigns. 9. Sound sales policies. 
10. National reputation. 11. Gas 
air conditioning. 12. Bryant’s 
financial strength. 








How their claims stand up 


ARE THEY FACT OR FICTION? 


LET’S EXAMINE THESE CLAIMS, bathing them in 
the direct glare of fact. First, 

Efficiency. Let’s give the devil his due. Authori- 
ties concede (since they have no direct proof to the 
contrary) that electric heating is 100 per cent 
efficient, while gas, which is next among the fuels, 
is anywhere from 75 to 85 per cent efficient. 

However, all this means is that in comparing 
costs of fuel, you must take these efficiencies into 
consideration. If electricity costs 2 cents per kwh, 
one penny buys 1706 Btu (half of the total heating 
value of one kwh). If LPG costs 15 cents a gallon, 
and we figure each gallon has 92,000 Btu, does one 
penny buy 1/15th of that heating value or 6133 
Btu? It does not—it buys only somewhere between 
4600 and 5123 Btu—between 75 and 85 per cent, 
depending upon whether you accept 75 per cent 
or 85 per cent as its efficiency rating. 

But as you will note, even at the lower estimates, 
gas would buy a lot more Btu than electricity, at 
these prices. So efficiency doesn’t mean a thing, 
unless it’s figured against price. 

Besides, electric heat proponents go too far when 
they say that “all electricity is converted into us- 
able heat, not lost in pipes, ducts, and basements.” 
They are talking about direct radiant heat, not 
central heating. Central electric heating does use 
ducts, and the heat source may be located in the 
basement. The efficiency claim, then, is ridiculous 
and meaningless. 

And note. As we shall see !ater, many of elec- 
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The mailing piece (left) circulated by Sioux Valley and the 
Commonwealth Edison ad (right) demonstrate the intensive 
efforts being made by the kilowatters. The ad stresses “no 
furnace” but in a postcript it pitches the heat pump, which 
has all the alleged “disadvantages” of a furnace—and more! 
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tricity’s phony claims are not truthfully fuel vs. 
fuel claims. They are heating system vs. heating 
system “advantages.” The same “advantages” 
claimed for direct electric heat over central gas 
heat are true of direct gas heat over central gas— 
or electric—heat. 

Safety. Here we go again! If gas is not the 
most maligned fuel in the world, it will do until 
something more put upon comes along. The vari- 
ous forms of competition have succeeded in making 
gas look like the most dangerous fuel when actually 
the record shows it is the safest. Year after year, 
building fire losses from electricity totaled four or 
five times as much as those caused by gas. This 
is provable. 

It’s a matter of the impression in the public's 
mind. People remember the horror of the Schuyl- 
kill (Pa.) explosion of a couple of years ago. How 
many have remarked that the aircraft carrier fire 
last January, which cost many lives, was caused 
by diesel fuel? Or how many can remember all the 
fatal fires caused by gasoline? How many were 
impressed by the fact that a recent airplane crash 
in Los Angeles was rendered fatal before the plane 
hit the ground because it first hit high tension 
wires and exploded in midair? How many recall 
the air crashes that have been due to defective 
wiring? 

All fuels must contain energy. Uncontrollably 
released, this energy, in whatever form, can be 
dangerous. Control] makes the difference. LPG is 








fairly easily controlled—more so than electricity. 

Furthermore, dealers who are faced with the un- 
safe phantom might do well to remind prospects of 
the recent fatal atomic reactor explosion in Idaho. 
Electric utilities proudly proclaim that atomic fuel 
is the fuel of tomorrow. But how safe will it be? 

But let’s listen to what the kilowatters themselves 
say: 

Fred Kreiser, Chairman of the National Electri- 
cal Manufacturers Association, in hailing the ac- 
ceptance by the industry of a new equipment stand- 
ard,'®) said: “The standards should— 

“1. Upgrade the quality of equipment used. 

“2. Arrest the so-called wattage race—the ridicu- 
lous and suicidal race to sell the most heat for 
the least dollars by passing as much heat as 
possible into as short an enclosure as possible 
with the fewest wires to connect. 

“3. Prevent adverse customer reaction to: 

a. Wall streaking and discoloration of draperies. 

b. Smoke and fumes from “too-hot” equipment. 

c. Fires.” 

Would we be unfair if we inferred from these 
remarks that electric heat installations can cause 
fires, smoke, fumes, as well as wall streaking and 
discoloration if not built to rigorous quality 
standards? 

And, where is any inherent advantage for elec- 
tricity in this situation? 

“Independent room-by-room controls” are as 
easily obtained with gas as with electricity—if any- 
one wants it that way. 

Costs less to install. In many cases, this claim 
is true—IF you omit the cost of insulation. 

When Mr. Ayres claimed a builder saved $2300 
per apartment, presumably he was comparing elec- 
tric heat costs with coal or oil, not natural gas. 
These apartments could have used direct gas heat- 
ing equipment, also saving a considerable portion 
of that $2300. 

Peoples Gas, Chicago, refutes the claim of lower 
first cost with these comparative figures for an 
“average” three-bedroom house with 1000 to 1100 
square ft. of floor area and a full basement: 

Electric resistance heating (baseboard) $895 

Gas forced warm air 610 

Gas hot water boiler 910 

Included are the equipment and the distribution 
system, but not installation. : 

AGA-sponsored studies‘) offer some additional 
evidence on costs. Two schools in Angola, a suburb 
of Buffalo, N. Y., one with electricity (Hoag), the 
other with gas (Highland) were compared. In- 
stallation of just the electric heating equipment at 
Hoag ran $118,205.04 as against $138,790 for gas. 
However, with electric heat, added insulation cost- 
ing $19,040 and ventilation, $7646, were necessary. 
The total cost for electricity then (allowing a $600 
credit for the meter house) was $145,291.04, or 
$6501.04 more than gas. 

It’s interesting to note that even this extra in- 


The truth about electric heat: 


sulation failed to keep operating costs of the elec- 
trically heated school in line with gas costs at 
Highland. At Hoag, on an electric rate of 1.64 
cents, the annual bill was $6140.06. At Highland, 
total cost-including auxiliaries—with a gas rate 
of 74.6 cents per Mcf ran $3008.40. 

In comparing costs, it is sometimes overlooked 
that additional costs can be hidden in the construc- 
tion bill whereas gas costs are usually shown as a 
separate item.‘!!) 

In areas where with gas, no storm doors, double 
windows, or other insulating devices are conven- 
tionally used, electric utilities still recommend them 
if the homeowner is going to install electric heat. 
In such situations, they can add as much as $1000 
to the building costs.‘'!) 

Here are a couple of case histories‘!*) which cast 
further doubts on these claims of low initial cost: 

At the First Methodist Church in Belleville, 
Mich., bids were submitted for both gas and elec- 
tricity. A gas-fired heating system was put in at 
$27,500, electricity at $20,000. But, with electric- 
ity, extra insulation was urged. This included the 
padding of floors, walls, and ceiling, double glass, 
storm doors, etc. Since the double glass windows 
would have fixed sash, mechanical ventilation— 
either unit ventilators or central fan systems— 
would have been required. Both are expensive. To- 
tal additional cost of insulation: $20,000. Grand 
total, $40,000. 

Again, even with insulation, electricity came out 
an expensive second best on estimated operating 
costs. With conventional insulation, gas at 78 cents 
per Mcf (approximately 1 million Btu) was figured 
to cost $2100 per year. Electricity at 2 cents per 
kwh would have cost $10,500 with the same con- 
struction. And with the thermos-bottle construc- 
tion, wherein the costs would run only 40 per cent 
of conventional, gas would have cost only $840 
per year whereas electricity would have cost $4200! 

Figure it another way: gas with conventional 
insulation, $27,500 first cost, $2100 annual heating 
bill. Electricity, with heavy insulation, $40,000 
first cost, $4200 annual heating bill. 

Needless to say, the church chose gas. 

So did a school in the Kearsley Community 
School system, Genesee County, Mich. There gas 
hot water was bid in at $40,000, but actual cost 
was $35,000. Electricity, even put on secondary 
service, which eliminates a $10,000 transformer 
and vault, was estimated at $25,000, or $1 per sq. ft 
But, the electric bid called for 4 in. of additional 
ceiling insulation at 20 cents per sq. ft—total, 
$5000; 5000 sq. ft. of 4-in. wall insulation at 60 
cents a sq. ft., $3000; 2-in. floor insulation, $1000; 
and double glass, $5000. Total additional costs, 
$14,000. Grand total, $39,000. 

In the light of these facts, how well do electric- 
ity’s claims stand up? No one, certainly, could be 
very greatly impressed if he knew the facts. Un- 
fortunately, the layman doesn’t—and won't until 
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Advantages claimed are in the systems, not the fuel 


you tell him. 

The fuel—any fuel—is no better than the equip- 
ment in which it is utilized. 

Modernity. What is “modern”? Electricity is so 
expensive to use that the utilities recommend heat 
be turned down in rooms that are not in constant 
use. They are, in effect, reversing the trend of 
progress and recommending to the public that it 
revert to the days of the Franklin stove.‘'®’ 

Cleanliness. Well, we've already seen one evi- 
dence of the kilowatters’ admission that electricity 
can mess up a house. 

Heat, from no matter what source, rises. Electric 
heat manufacturers cannot repeal this physical law. 
As it does, it carries with it the dust of the air. 
This dust must settle somewhere. It’s about as 
simple as that. 

Direct heating equipment, involving no “air han- 
dling,” does not, we imagine, “move the dust about 
from one room to another.” This is as true of gas 
as of electric units. So again, the electric interests 
are trying to claim for a fuel an “advantage” that 
is in the system instead. 

However, even direct electric heat creates dirt, 
as Mr. Kreiser admits. Lint and dust particles‘'® 
are heated and carbonized by the hot surface of 
the electric wall heater and deposited on the wall 
above the unit. 

The kilowatters have also used this claim of “no 
dust moved from one room to another” to “prove” 
that electricity is cleaner in apartments. But dirt 
is actually brought in from the outside, tracked on 
the carpets, and agitated by people walking on the 
rug itself.‘*’ The circulation of this dirt has no 
direct connection with the circulation of heat. 

The claim that with electric heat “there are no 
dirty air filters to change” is possibly the most 
ridiculous—well, that’s open to argument—of all 
electric heat’s ridiculous claims. Filters do not put 
in dirt; they take it out. The more dirt, dust, and 
pollen that collects on a filter, the cleaner will be 
the air circulating throughout the house. Home- 
owners should thank their lucky stars for “dirty 
air filters.” 

Comfort. Here again, electric heat’s proponents 
have taken a satchel of disadvantages and tried to 
make them sound like advantages. 

“No cold spots”? Air temperatures of 70 deg. 
or less are not uncommon with a radiation sys- 
tem.''®) Areas or objects which are shielded from 
the radiant surface will be cold. There is a com- 
plete lack of air circulation, of ventilation, and 
humidity control. 

“Closely regulated, even heat’? “You can have 
electric heat on or off whenever you want it’? 

The kilowatters took a tremendous disadvantage 
—high heating cost—and did something about it. 
They hung a thermostat in every room, so the whole 
house need not be heated at one time. With electric 
heat, you can keep your bedrooms at 40 deg. during 
the daytime, if you so desire. You’re not in them 
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very much anyway. If you have need to go in, you 
can always wear a sweater or topcoat. If you want 
to go in to change clothes, you can always turn the 
heat up a few minutes ahead of time. 

They speak of no heat “lost” in the basement. 
Most people like some heat in the basement, if they 
use it at all. 

The multiplicity of thermostats needed to keep 
one’s bill from skyrocketing is a decided disadvan- 
tage. For one thing,‘*’ installing them on the wall 
is extra costly, so frequently they are located on 
the floor units. This may be beneficial to the house- 
wife’s waistline, but it is not convenient. Also, at 
this low level they permit large temperature build- 
ups during the day from solar heat. Floor tem- 
peratures at the thermostats remain about 68 deg. 
At the occupant level, however, they hit above 80 
deg. at mid-day. 

Furthermore, since the heat source is located on 
an outside wall, and the thermostat therefore is 
also on an outside wall, it is affected by outside 
temperatures. The 110-volt thermostat used in 
electric heating installations has a wider differen- 
tial between the on-and-off operations than the 
low voltage thermostat used on gas installations. 
The latter is a refined device with a built-in heat 
anticipator which narrows the operating differ- 
ential.‘®’ 

Compactness. Here’s another case of confusing 
system with fuel. Direct gas heating systems do 
not require a space-consuming furnace any more 
than do electric heating systems. 

Silence. Once again, the electric heat people are 
deliberating confusing fuels and systems. Most 
of the noise in a central gas system comes from 
the blowers. Central electric systems also require 
blowers. Heat pumps do have moving parts which 
can set up a fine racket. And the cracking sounds 
associated with heat-up and cool-down are caused 
by expansion and contraction of the metals in the 
unit. How electricity could prevent these noises is 
unexplained. 

Maintenance costs. The confusion between fuels 
and systems is infinite. When Commonwealth Edi- 
son says that “with electric heating, there are no 
moving parts to wear out,” it is conveniently over- 
looking the heat pump, which in other advertise- 
ments it pushes. “No filters to change’? Well, that 
depends on the heating system. 

Furthermore, as Peoples Gas retorts, “In a small 
apartment with five electric baseboard heaters 
there are five 110-volt thermostats. This type of 
thermostat would have a shorter life than the one 
low-voltage thermostat required with a gas boiler 
or furnace. 

“With a gas boiler or furnace, the equipment 
should be checked every three to five years. (We) 
will render this service for a nominal charge.‘*’ 

Convenience. “All types” of gas equipment can 
also be controlled automatically. Most are free of 
“service needs.” And as for “no worries about 
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maintaining a fuel supply,” any one who has lived 
through a crippling storm that cut off the electrical 
supply for anywhere from minutes to days would 





no doubt feel more secure depending upon keeping 
sufficient LPG on hand than upon non-storable 
electricity. 


THE CLEAR-CUT ADVANTAGES OF GAS 


So FAR, OUR STORY IS ONLY HALF COMPLETED. 
We've shown the facts that refute the alleged ad- 
vantages of electric heat. Now let’s talk about the 
real advantages of gas. 

Safety: Year in and year out, gas has proved to 
be the safest fuel. The annual statistics bear this 
out. It always beats out electricity, sometimes by 
as much as 5 to 1. 

Convenience: There is nothing more convenient 
than an automatic gas heating system. With night 
setback, the thermostat need never be touched. 

Cost: Gas is competitive in first cost; the exact 
relationship is dependent upon the system used. 
Considering the cost of insulation, it is usually a 
great deal cheaper. 

With the rates that prevail throughout most of 
the country, gas also enjoys much lower operating 
costs. 

Comfort: Nearly a half century of extensive 
scientific research has been conducted to determine 
the conditions of the air that produce indoor com- 
fort under typical living conditions and under all 
seasonal changes.‘'®) A comfortable indoor atmos- 
phere may be achieved when: 


. Air is at a satisfactory temperature. 
. Air contains the proper amount of water vapor. 
3. Air is moving constantly and perceptibly. 
. Air is free of dust, dirt, smoke, and pollen. 
‘65. Air is free of staleness. 
>). Air is free of germs and bacteria. 
. Air is free of adequate density. 


In other words, temperature alone is not enough. 

With gas, however, temperature is completely 
controllable, and can be maintained uniformly 
throughout the entire house. 

With a gas system, air does move constantly 
and perceptibly. 

All of the air circulating through a forced warm 
air heating system is filtered. Dust, pollen, and 
lint are removed. 

: There is no stale air with a gas system: positive 

ventilation with just the right amount of outdoor 
air is normal with a quality forced warm air 
system. 

Let’s look at insulation: 

Proper insulation has become a standard part 
of residential construction. In moderate amounts, 
it cuts heat loss significantly. 

Take an “average” one-story, three-bedroom 
home of approximately 1200 sq ft. Put 4 in. of in- 
sulation over the ceiling and it cuts heat loss by 
nearly 36 per cent. Add 2 in. of insulation in the 
outside walls, and you have reduced the loss an- 


other 7 per cent. You have now saved 43 per cent 
of heat loss. 

It is obvious that you now are faced with a 
diminishing rate of return. But with electric heat, 
until recently the industry has pushed for a 6-in. 
(not 4-in.) insulation in the ceiling, 4 in. (not 2) 
in the sidewalls, and 2 in. under the floor, plus 
vapor barriers. Basement walls are furred and 
insulated in homes with unheated basements (with 
electric heat, you can’t afford to heat the base- 
ment). Windows and doors are weatherstripped, 
and storm sashes and storm doors are used. 

Your home is now thermos bottle tight. Odors 
of tobacco smoke and cooking will be with you a 
day later. Excess humidity from baths or cooking 
is sealed inside. 

Even thermos-bottle construction is no guarantee 
against high heating costs. Not long ago, the Na- 
tional Warm Air Heating Air Conditioning Asso- 
ciation investigated some high operating cost com- 
plaints in electrically heated homes. The faults 
were two: improperly or ineffectively placed insula- 
tion and excessive moisture. 

With all their insulation, some had forgotten to 
insulate the floors of rooms above attached garages, 
the duct work located in garages or attached un- 
heated areas, and along the perimeters. “A spot 
often missed in crawl space construction,” says 
NWAHACA, “is insulating the joist ends above 
the foundation wall, just beneath the subfloor. This 
can be quite a source of heat loss.” 

The “6-4-2” formula is no guarantee of proper 
insulation. You have the word of the electric in- 
dustry itself on this. Says “House & Home” maga- 
zine: “(The) 6-4-2 standard made no allowance 
for the differing K-factors of different types of 
insulation (glass, fiber, mineral wool, balsam wool, 
foamed plastic, reflective, etc.), so many manufac- 
turers would not support it. For some climates it 
required too much insulation; for most climates it 
required too little.” 

The industry has since been working on a “per- 
formance standard” that will base insulation re- 
quirements on allowable heat loss, and allowable 
heat loss will vary by geographical location. 

The gas industry, then, can claim these four 
advantages without fear of their validity: safety, 
convenience, lower cost, and comfort. It can also 
claim true modernity. And it can rest assured that 
its product is at least a match for electricity in 
the matter of cleanliness. It gives ground to elec- 
tricity on only one point—efficiency; and this, as 
we have seen, is meaningless unless it is related 
to rates. 
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MAKE MORE MONEY 
WITH EMPIRE 


DIRECT VENT 


HEATING UNITS 


Honest Quality. 7.8% greater effi- 
ciency and the right price mean faster 
sales. 


Available in 10,000, 18,500, 30,000, 
40,000, and 70,000 BTU. 


There is a terrific opportunity for 
volume and you keep up to 20% more 
profit. Get the complete story. Write 
today for the Empire Direct Vent 
sales building plan. 


MAIL THIS COUPON TODAY 
EMPIRE STOVE COMPANY © BELLEVILLE, TLL. 


Send information on Direct Vent Sales Plan. 
NAME 





DEALER'S ADDRESS 
cary 
ZONE STATE 











The truth about electric heat: 





WHAT CAN BE DONE ABOUT THE THREAT OF ELECTRIC HEAT? 


ANY MERCHANDISING EFFORT HAS TWO LOCALES— 
the national (or, in some cases regional) and the 
local, or grass roots. 

At the present time, the only national effort that 
is being made is by the American Gas Association. 
GAMA is not participating, although it is carrying 
on its own publicity and public relations programs 
against electricity. With the rush of the manufac- 
turers to climb on electricity’s bandwagon, it is 
doubtful that much help can be expected from that 
quarter in the future. 

The National L. P. Gas Council has no specific 
plans for combating electric heat at this time. It 
has been fighting electricity, and last year it pro- 
duced the very popular mailing piece, “Confessions 
of a Twice-Fooled Wife.” A portion of it was de- 
voted to electric heat, but other domestic appliances 
were played up as well. 

That’s about the extent of the national effort, as 
it stands today. We can look forward to increased 
activity by the AGA. The Council might take action 
in the future—will, if its members feel the threat 
is sufficiently serious. But as of today, it does not 
have the members—thus, the money—needed to 
add an effective anti-heat campaign to the budget. 
It needs support, mainly from dealers themselves. 

The second battleground, the local one, is where 
you must fight. 

On the premise that you need arms for the battle, 
BPN has prepared a mailing piece especially aimed 
at electric heating. This piece is designed for mail- 
ing to your customers and prospects—whoever is 
considering the vse of electricity in place of gas. 
It should be particularly effective with architects, 
builders, governing boards of institutions, and 
homeowners who appear to be falling for the “total 
electric living’”’ line. 

Locally, you can develop some allies. First, other 
dealers: There’s nothing wrong with a little co- 
operative promotional effort. Second, your utilities. 
If you recognize electric heat as a threat, you can 
bet they do. Here is a natural rallying point for 
Gas Unity. 

Finally, don’t overlook your local heating con- 
tractor, even if you have before. Whether you com- 
pete with him or cooperate with him, in the matter 
of electric heat your interests are almost identical. 

Consider his position: Normally he doesn’t care 
whose fuel he sells. But the upsurge of gas in the 
heating markets over the past 15 years has put 
most contractors in the gas business. Will he flop 
to electricity in the same way tomorrow? 

At this point, it looks very dubious. The electrical 
contractor is the lad who is getting the electric 
heat business. It’s natural because, for one thing, 
he is able to increase his normal profit by adding 
electric heating, plus the larger entrance panel. He 
is also, in many cases, receiving free engineering 


and direct sales support from the electricity utility. 

The heating contractor is a specialist in air 
ducts, grilles, venting, piping, and the engineering 
of ‘air handling systems. But direct radiant heat 
requires neither his equipment nor his skills. It’s a 
straight Awbring job. 

The result is that in 1959, 58 per cent of all 
electric heating was installed by electricians, 12 per 
cent by electric heat specialists, 9 per cent by elec- 
tric wholesalers, 6 per cent by electric utilities, 6 
per cent by “others”, and only 9 per cent by regular 
heating contractors.“ 

Today he is being bypassed by electric heat. He 
should be more than willing to cooperate in a gas 
heat drive. we 
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Need a mailing piece 
to combat electric heat? 


Illustrated here is a 4-page 
mailing piece, measuring 8% x 4 
in. when folded, designed by BPN 
especially for use in those areas 
where electric heat is becoming a 
threat. Minimum order, 500. 

Prices, plain: 

500-1000 2%¢ each 
1000-1500 2\/2¢ each 
| 500-2000 2'/4¢ each 
2000-2500 2¢ each 

2500 and over i1%4¢ each 

Prices, imprinted with dealer 
name and address (4 lines maxi- 
mum): 

500-1000 
1000-1500 
1500-2000 i/r¢ each 
2000-2500 2%¢ each 
2500 and over 2/s¢ each 


5'/o¢ each. 
4¢ each 




















What is comfort? 








Temperature alone is not 


H 
; ere are five keys to comfort in the 


1. The air inside must be at a sat- 
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It must move constantly with- 
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A reprint of this article can be obtained by writing 
on company letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado St., Los Angeles 
57, Cal. 








Will these glamorous new ranges ( and others like them) 


New hope for the free-standing gas range 
is seen in the scramble of manufacturers to 
introduce models that bear the custom look 
of the built-in. The four shown here—plus 
Roper's—are now ready for market, and 
other manufacturers have declared they 
will soon have entries in the race for a new 
kind of market. 


Sunray calls its Deco/range series “built-instant" gas ranges. Tappan's "Fabulous 400" is of similar design to the electric 
Changeable front panels simulate cabinetry. models, which have already proved popular in that market. 














Brown's Simplicity Series was recently unveiled, will be ready Caloric claims its “Compacto 30" will save $121.50 in installa- 
for second-quarter delivery. Note surface controls. tion costs compared with conventional built-ins. 
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be the answer to competition from builders? 


New ranges with a “built-in” look 


may shift merchandising emphasis 


back to the appliance dealer 


WILLIAM T. HARPER « Eastern Editor 


A BPN Exclusive 


A FREE-STANDING GAS RANGE 
WITH THE BUILT-IN LOOK may be 
the means to get the L. P. gas 
dealer back into the range market. 
This is the most important fact to 
arise from a BUTANE - PROPANE 
News survey of some of the leading 
range manufacturers, just com- 
pleted. 

The fact that the dealer in free- 
standing ranges has suffered might- 
ily through sales lost to the built- 
ins during the last six years is 
known only too well by those af- 
fected. When the built-ins first hit 
the market (1955 was the first 
year enough were sold for such a 
category to be included in Gas Ap- 
pliance Manufacturers Association 
statistics), their acceptance by the 
public was immediate and impres- 
sive. 

To say the new built-in sold like 
hotcakes would be an understate- 
ment, indeed. The first year of the 
GAMA statistics shows a total of 
300,000 built-ins, both gas and elec- 
tric. This figure almost doubled the 
following year and skyrocketed to 
over 1.1 million in 1959. 

But, even as sales of built-ins 
zoomed, the ranges posed problems 
within themselves. How, manufac- 
turers asked, are we going to sell 
replacements? The cabinetry was 
the principal part of the installa- 
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tion that would be replaced. This 
meant that range men would have 
to sell virtually an entire kitchen. 
What to do about it? 

The manufacturers were not, of 
course, the only ones faced with 
built-in problems. The free-stand- 
ing range dealers were really tak- 
ing it on the chin. The GAMA fig- 
ures show that gas built-in ranges 
accounted for only 4.3 per cent of 
total range sales in 1955. The 1960 
figure has risen to an estimated 
17.5 per cent. 

On the electric side (which has a 
distinct bearing on the gas dealer), 
the figures are even more surpris- 
ing. In 1955, GAMA statistics show 
that 12.5 per cent of all electric 
ranges sold were built-ins. In 1960, 
that figure had risen to more than 
44 per cent. 

What all this means, of course, is 
this: The combination LPG-appli- 
ance selling dealer has little chance 
of selling a built-in range. That 


George Mumma 
Sunray 


market, with its major emphasis on 
new construction, is almost com- 
pletely dominated by the house 
builders and contractors. Once 
again using GAMA figures, we see 
that in 1960, more than 29 per cent 
of all ranges sold in 1960 were 
built-ins—a market extremely hard 
for the L. P. gas dealer to crack. 

One manufacturer believes the 
percentage is even higher than 
that. C. C. Wilson, merchandising 
manager for the Tappan Stove Co., 
estimates that “the free-standing 
range dealer has been cut out of 
about 40 per cent of his market” by 
built-ins. 

This situation has more or less 
forced the LPG dealer to sell on 
price. In many instances, he has 
cut his markup to the bone. He 
could not satisfy the new home- 
owners’ desires for the “built-in” 
look nor could he compete price- 
wise with a builder’s volume pur- 
chases, so, he has had to be content 
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Save on your Fuel Oil and 
LP-Gas delivery costs with . 


‘6| FORD TRUCKS ~ 


NEW 262-CU.IN."BIG SIX" FOR GREATER 
TWO-TON PERFORMANCE AND ECONOMY 


America’s savingest two-ton petroleum delivery 
trucks now offer a big 262-cu. in. Six with the power 
of big displacement, the gas economy of 6-cylinder 
design, plus the durability of heavy-duty construc- 
tion. This engine features a sturdy stress-relieved 
head and block, strong forged steel crankshaft, 
long-lasting, stellite-faced intake and exhaust valves 
and durable, pyramid-type connecting rods. Ford’s 
proven 292 V-8 and 292 Heavy Duty V-8—the V-8’s 
with “‘six-like”’ economy —are also available for your 
special power requirements. 


And you save with other new durability features 
like the more rugged frame, stronger radiator with 
new lock-seam construction, improved cab and 


chassis electrical wiring, plus longer, easier-riding 
and more durable rear springs. In certified tests by 
leading independent automotive experts the Ford 
F-600’s improved rear brakes showed an increase of 
39% in brake lining life. 


You save more . . . because you can carry more 
every trip! Functional chassis construction pro- 
vides maximum strength with minimum weight for 
top payloads. Ford’s tilt-cab design distributes 
more weight to the set-back front axle to increase 
payloads by as much as 1,000 pounds. And parallel 
ladder-type frame with 34-inch width—standard on 
all Ford models—allows you to install special tank 
bodies easily and at less cost. 
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SAVE UP TO $250 ON 
FRONT TIRES 
In certified tests of 2-ton trucks, Ford 
front tires lasted over twice as long! In 
40,000 miles, this saving can add up to 
$250... more as mileage goes up! Ford’s 
sturdy I-Beam axle and leaf-spring 
suspension also cut maintenance costs. 


SAVE WITH POSITIVE 
CRANKCASE VENTILATION 


Ford’s Positive Crankcase Ventilation 
system cuts engine corrosion and oil 
contamination for greater engine dura- 
bility and extended oil life. It’s stand- 
ard on the new 262-cu. in. “Big Six.” 


s 


ae 


4 
‘ 


SAVE WITH 39% LONGER 

BRAKE LINING LIFE 
The Ford F-600’s improved rear brakes 
have a more positive retracting spring 
that completely disengages linings from 
drums for longer brake lining life. 
In certified tests rear brake linings 
lasted 39% longer. 


SAVE WITH PRINTED 
ELECTRICAL CIRCUITS 
Ford’s long-lived printed wiring circuit 
is standard on all Tilt Cab models. This 
system eliminates the “‘under dash” 
tangle of wires, minimizes shorts and 
provides for easy repair. 


SAVE WITH HEAVY-DUTY 
11%-INCH CLUTCH 

A big HD 11-inch clutch is now 
available with Ford’s 292 and 292 HD 
V-8’s for increased durability. Its large 
140.8-square inch lining area dissipates 
heat faster for longer clutch life and 
greater dependability. 


SAVE WITH TILT CAB 
ACCESSIBILITY 


Ford C-Series cabs are quick and easy 
to tilt forward to expose the engine for 
inspection and service. With such com- 
plete engine accessibility — maintenance 
cost and downtime can be cut. 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK” PROVES IT FOR SURE... 
FORD DIVISION, Sora edor Company, 
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“Built-in” ranges 





with 
line.” 

Now, new housing construction 
is expected to continue at a high 
rate despite the fact that it has 
levelled off somewhat from its peak. 
yovernment economists think hous- 
ing starts in 1961 may rise to about 
1.3 million units. Until recently, 
this might have not meant too 
much to the free-standing-range 
dealer. But today he has (or soon 
will have) a free-standing range 
that looks like a built-in with ad- 
ditional advantages to offer the 
new home buyer. More on this 
later. 


selling the “bottom of the 


There is more potentially good 
news from another government 
source. The Department of Com- 
merce reports that the official figure 
for home repair and remodeling 
reached $19.3 billion in 1959. That 
figure is expected to go over $20 
billion when the 1960 totals are ac- 
cumulated. And, on the basis of 
past performance, the department 
expects that figure to increase at a 
constant rate in the years to come. 

What does this mean to the L. P. 
gas dealer selling appliances? 
George E. Mumma chairman of the 
board of Sunray Stove Co. answers 
that question this way: “The major 
outlet for the LPG dealer who sells 
appliances will be to people who 
are interested in remodeling.” 

Does such a market exist in pro- 
portions large enough to make it 
attractive? Edward A. Norman, 
1959-60 president of GAMA and 
presently one of its committee 
chairmen, emphatically feels that it 
does. He said, “Figures support 
our prediction ... that 1960 would 
be the biggest year on record for 
home improvement. And evidently, 
the gas industry is enjoying a lion’s 
share of this accelerated business.” 

This then gets us back to the 
original premise: that a free-stand- 
ing gas range with the “built in” 
look may be the means of getting 
the combination LPG - appliance 
dealer back into the range market. 
Of course, he cannot sell such a 
range solely because it locks like a 
built-in. An automobile dealer 
could not sell a new-type car just 
because it happened to look like a 
Cadillac, for instance. If a buyer 
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TOTAL DOMESTIC GAS & ELECTRIC RANGES SOLD AND 
PERCENTAGES OF BUILT-INS 


Total Gas 
Year Ranges Sold Built-in 


Percent Total Electric 
Ranges Sold Built-in 


Total Ranges Percent 
Built-in 


Percent 





1955 2 ,334 , 800 
1956 2,177,400 


1958 1,884,400 
1959 2,010,500 
1960 1,815,800 


*..BPN Estimate. 


wanted a car that looked like a Cad- 
illac, he would buy a Cadillac—un- 
less, of course, he was buying on 
price alone and the look-alike cost 
much less. 

These new rangés do cost much 
less. Says Sam. K. Wilson, adver- 
tising manager for the Geo. D. 
Roper Sales Corp., “We can give 
the LPG dealer a terrific price ap- 
peal—because this new unit is very 
competitively priced and it’s some- 
thing he can make a full markup 
on—and at the same time, he won’t 
become involved with the problems 
of built-ins, such as installation, de- 
livery and contractor’s competi- 
tion.” Incidentally, most manufac- 
turers speak in terms of a 40 per 
cent markup. 

Ease of installation and elimina- 
tion of these costs seem to be the 
primary advantages of the new 
ranges cited by the manufacturers 


SHIPMENTS OF DOMESTIC GAS & 
ELECTRIC RANGES# 
Model Gas Electric 


1955 Free-Standing 2,234,800 1,400,000 
Built-in 100,000 200,000 


Year 


Total 2,334,800 1,600,000 
Built-in 165,300 
Free-Standing 2,012,100 


385,000 
Total 2,177,400 1,585,000 
1957 Free-Standing 1,771,500 

Built-in 197,200 


940,000 
425,000 
Total 1,968,700 1,365,000 
1958 Free-Standing 1,652,700 

Built-in 231,700 


810,100 
544,400 
Total 1,884,400 1,354,500 
1959 Free-Standing 1,657,500 

Built-in 353,000 


933,800 
753,000 
Total 2,010,500 1,686,800 
Free-Standing 1,474,200 
Built-in 341,600 


858,300* 
687 ,300* 


Total 1,815,800 1,545,600* 


#—Source: GAMA 
*..BPN Estimate 





1 ,600 ,000 12.5 
1,585 ,000 24.3 
1957 1,968 , 700 1 , 365 ,000 31.1 
1,354 , 500 40.2 
1 ,686 , 800 44.6 
1,545 ,600* 


3,934 , 800 7.6 
3,762,400 14 
3,333,700 18 
3,218,900 24 
3,697 , 300 29.§ 


44.5* 3,361 ,400* 29.{ 


interviewed. For instance, Caloric 
Appliance Corp., in its sales bro- 
chure on its Compacto 30, claims 
$121.50 can be saved on installation 
costs. It breaks down like this: 


Electrical outlet $7.50 
Oven Cabinet 50.00 
Range Cabinet 20.00 
Range cabinet countertop 20.00 
Counter-top cuttings 2.00 
Range fastening 2.00 
Two linear feet in kitchen 20.00 


Total estimated savings $121.50 

Roper’s Wilson is in agreement 
with the possibility of such sav- 
ings. “The money saving angle is 
the thing we’re plugging at,” he re- 
ports. “You get everything in our 
*Charm* model that you get with a 
built-in but save an awful lot of 
money in installation. We figure 
somewhere around $100. Why just 
look at how much a_ Formica 
countertop alone costs.” 


Tappan’s Wilson concurs in his 
statements about his company’s 
“Fabulous 400” gas range. Needing 
only one connection, it can be in- 
stalled in minutes, thereby saving 
labor costs. Regarding other in- 
stallation costs, he says, “Many 
times these come up to or nearly 
equal the cost of equipment. With 
the ‘400’ we can save that.” 

Sunray’s Mumma has a _ spe- 
cific example of savings realized 
through the installation of one of 
their “decoRanges.” A customer 
living on a farm wanted to remodel 
her kitchen to give it the “built-in” 
look. A builder gave her an esti- 
mate of $1700 for the job. “With 
two 24-in. base cabinets and one 
30-in. ‘decoRange,’ she got the com- 
plete built-in look for a total retail 
cost of around $450.” 


This new type gas range has 
other appeals, too. For example, 
most manufacturers are making 
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Specially Designed for Your Needs 


Above is the new home of Cylinders, Inc. It is specially designed for your 
needs. 

Into this 100,000 square feet of prime manufacturing space has gone 
the finest, the most efficient equipment available for the making of cylinders 
— the same fine equipment which helped our predecessor, the Linde division 
of Union Carbide, maintain its position of leadership in our industry. 

This, then, is the physical aspect of your new Cylinders plant. 

What does not show in the picture above is the intellectual background 
...the engineering skill...the manufacturing know-how of the men who 
will operate this plant. 

As successors to Linde we have the highest standard of performance 
to meet. This new, completely equipped plant, directed and operated by the 
most expert technicians available, assure our meeting that standard. 

That is our pledge to you. 


W. J. McEntee 
President, Cylinders, Inc. 


Be sure to visit our booths 181 and 182 ee LI N D E RS 


at the LPGA Convention, April 30-May 3, 1961 
Conrad Hilton Hotel, Chicago. nie 


Cylinders, Inc. Successors to the propane and refrigerant cylinder manufacturing 


business of fe Company, Division of Union Carbide Corporation. 1200 WEST BLANCKE ST., LINDEN, N. J. 
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them so that the range can be in- 
stalled as completely free-standing 
unit, if the homeowner so desires. 
Says C. C. Wilson, “A homeowner 
can start an entire remodeling of 
the kitchen by buying this unit 
alone. Then, other appliances, cabi- 
nets, etc., can be added over the 
years until the complete built-in 
look is achieved. That way, there’s 
no big initial expense involved.” 

Then too, suppose a housewife 
has lived with her kitchen for a 
couple of years and simply gets 
tired of the color scheme (as so 
many women are prone to do) and 
wants to change it? Sunray has an 
answer here: interchangeable pan- 
els. “All the housewife has to do,” 
Mumma suggests, “is to buy new 
front panels in a different color, 
slide them in and she’s in business. 
If the housewife puts in a conven- 
tional built-in unit, she’s stuck with 
it for as long as the house (or she) 
is there. Otherwise she has a major 
remodeling job to do.” 

Sam Wilson brought up another 
selling point for the dealer, this 
one involving finances. Suppose a 
new homeowner buys a house with 
a completely built-in kitchen. Usu- 
ally, the cost of the kitchen ap- 
pliances are included in the mort- 
gage. This means that with a 20- 
or 30-year mortgage, the home- 
owner is usually paying interest 
rates on those appliances for 20 or 
30 years. Thus, this could raise 
the price of the range far above its 
original cost. 

Then consider the fact that the 
homeowner may be reluctant to buy 
a new gas range when he is already 
still paying on the old one through 
the mortgage. “With this free- 
standing, built-in looking range,” 
Sam points out, “the homeowner 
doesn’t have as much money tied up 
in it and therefore he might be 
willing to make a change more 
often. It gives a little more finan- 
cial flexibility.” 

The built-in looking free-stand- 
ing gas ranges may even open a 
relatively new market which could 
be ideal for L. P. gas dealers. 
Again it was Sam Wilson who 
brought this up. “It’s the motel 
market,” he revealed. ““We’ve had a 
pretty fair amount of interest in it 
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and it should be good for the LPG 
dealer. Some of these motels are 
pretty big projects running into 50 
to 75 units.” 

He referred to the deluxe model 
motels that have added kitchenettes 
and other features to attract the 
ever increasing family tourist 
trade. With motels being located 
well beyond the mains as they are, 
Wilson is no doubt right in his 
evaluation of them as being ideal 
for the LPG dealer; not only for 
the ranges but for the gas load also. 

This brings up another point 
mentioned by C. C. Wilson, whose 
company worked with O’Keefe and 
Merritt in its development of the 
new range. “We have proven the 
acceptance of the design of this 
built-in looking, free-standing 
range with our electric models,” he 
stated. “Now we are bringing that 
design to the gas market and we 
feel that the same type of person 
would buy a gas range as would 
buy an electric one. 

“Farmers can spend just as much 
money for a gas range as for an 
electric. Therefore, if they can buy 
a range of equal quality and as dif- 
ferent as this type of range is, the 
chances of selling them a gas range 
may be even better. That’s because 
they are already using L. P. gas on 
the farm for multiple uses. The 
low cost of the fuel they’re already 
using could induce them to buy this 
gas range.” 

All of this seems logical enough; 
so much so that one is prompted to 
ask: Why then, didn’t the gas range 
manufacturers bring out such a 
model long before they did? The 
manufacturers interviewed had two 
basic answers. One was that they 
did not feel the market was ready 
for it. The other was that they 
wanted to wait until they had per- 
fected this type range to the point 
where it was the equal of its ex- 
tremely successful electric counter- 
part. 

Regarding the first point, one 
manufacturer who was about to 
bring its model out and then deter- 
mined the market was not ready, 
compared the action to the ill-fated 
Kaiser automobile. “If Kaiser had 
brought out his small car two or 
three years ago,” he offered, “he 
would have had a real hit. As it 
was, he brought it out too soon— 
before the market was ready—and 
it was a flop. We now feel the mar- 


ket’s ready for this type of range.” 

The manufacturers gave pretty 
much the same answer when asked 
why they felt the market was now 
ready for this gas range. Reports 
from their field representatives in- 
dicated the amazing success of the 
electric free-stander. Salesmen re- 
layed the pleas of gas dealers who 
wanted something to meet that 
competition. 

The second factor that helped 
the manufacturers to determine the 
timeliness of the entry into the 
market of these ranges was mod- 
ernity. “It has all the features of a 
Gold Star range,” is the way one 
manufacturer described his prod- 
uct. All the housewife has to do is 
to name the feature she wants in a 
range and she is sure to find it in 
one of these. Caloric has its color- 
coordinating service; Roper has 
the automatic top burner; Sunray 
has the brushed chrome tops; and 
Tappan has the flame temperature 
control. As Tappan’s Wilson put it, 
“We've held back until we could in- 
clude all the features of a deluxe 
range onto this range.” 

All manufacturers interviewed 
are presently making the range in 
standard dimensions. All have high 
hopes for its acceptance by the pub- 
lic. “We think it’s really going to 
go over,” says Roper’s Wilson. 
Thirty days after starting produc- 
tion, Tappan moved its production 
facilities up and “these will be 
boosted as the demand comes for- 
ward.” Sunray, which had been 
manufacturing an electric counter- 
part, has changed that production 
line over to gas models. “Retail 
sales of this model have been fan- 
tastic,” reports Mumma. Caloric 
has been in full production since 
mid-1960. 

There will be promotional and 
sales aids put out by the manufac- 
turers designed to help the L. P. 
gas dealer sell these ranges. Al- 
ready, the new ranges are being 
shown at both industry and public 
shows. Consumer appeal advertis- 
ing campaigns have started. Tap- 
pan’s Wilson says, “Undoubtedly, 
we will have some promotional aids 
for the LPG dealer in the future.” 

The market is there; the range 
is there; there is more help on the 
way. Now it is up to the combina- 
tion LP gas-appliance selling dealer 
to get back into the range selling 
market. e 
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WARD W. KING, WARD W. KIN 


“We increased our thru-put 
from 50,000 to 2,000,000 
gallons of Texaco LP-Gas in 
only 2 years. It’s a fine prod- 
uct. And, the Texaco people 
are jobber-minded —they go 
out of their way to help us do 
an efficient, profitable busi- 
ness. That’s why we like to 
sell the best...Texaco.” 


5 reasons why you can 
grow with Texaco 
1. Texaco is jobber-minded. Proof: 
842 Consignees and Distributors of 
Texaco Products have been with 
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Texaco over 20 years, some over 45 
years. 
2. Profitable and proved sales poli- 
cies. Texaco does not compete with its 
independent Distributors of LP-Gas. 
3. Dependable, efficient delivery in a 
new fleet of tank cars, from 31 stra- 
tegically located production areas. 
4. Immediate acceptance. Texaco 
LP-Gas is sold under the nationally- 
known trademark, the famous 
Texaco red star with the green “T.” 
5. A product of highest quality — 
moisture-free. 

TEAM YOUR NAME with Texaco for 
a profitable future. Send coupon 
today: Texaco Inc., LPG Sales Divi- 
sion, P.O. Box 2420, Philtower Bldg., 


Tulsa, Okla.; 3350 Wilshire Bivd., 
Los Angeles, Calif.; Texex, 237 
Seventh Avenue, West, Calgary, 
Alberta, Canada. 
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Merchandising Report—CLOTHES DRYERS 


Gas gains a growing share 


of a rapidly growing market 


ROBERT CLAY * Managing Editor 
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The gas industries’ share of the clothes dryer market 
has grown exactly 12.5 per cent in the last eight years. 
The low point was 22.79 per cent of the market in 1953, 
168,000 out of a total of 737,000 dryers. The low point, 
unit-wise, was 1951, when there were 138,000 gas dryers 
out of a total of 492,000. The high point, unit-wise, 
was 1959, when 486,000 gas dryers were sold. On a 
percentage-of-the-market basis, however, last year was 
the best with 35.29 per cent, capping eight straight 
years of increases. Figures across the flames indicate the 
gas share of the clothes dryer market for each year. 
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“DRYERS WERE DREARY, AS FAR AS SALES WENT,” said 
“Electrical Merchandising Week” (see following page) 
in summing up 1959. And well might the kilowatters’ 
bible shed a tear. For in the general white goods down- 
turn, electric dryers dropped 12 per cent (109,000 
units) while gas dryers dropped only 8.6 per cent. 

But if you delve a bit farther into the history of 
electric dryer sales, you'll find an even drearier pic- 
ture. In the last eight years, the gas dryer has cap- 
tured an additional 12.5 per cent of the dryer market 
and now accounts for 35.29 per cent of the total. 

What’s more, the American Home Laundry Manu- 
facturers’ Assn. believes this trend will increase this 
year. That group expects the 1961 gas dryer sales 
increase to nearly double the ’61 electric dryer increase. 
While they look for the electric models to sell 4.7 per 
cent better, they foresee a 9.0 per cent jump in gas 
dryers. 

Thus, as with water heaters, there is again a really 
substantial trend toward gas. And, as is the case with 
water heaters, several other indisputable facts are in 
your favor: 

¢ Clothes dryers, although they became increasingly 

popular in the early ’50’s and enjoyed a big break- 

through in 1955, still have a tremendous market po- 
tential. Less than 20 per cent of the nation’s wired 
homes have dryers while 95 per cent have electric 
washers. The current sales gap is not that big, but 

last year washers outsold dryers almost 3 to 1, 3.38 

million to 1.25 million. 

¢ Dryers are still novel and therefore interesting 

and exciting, especially in their new developments. 

Hottest thing in dryers these days is automatic con- 

trol. Maytag, for instance, has “electric drying”. 

Instead of depending on thermostatic or across-the- 

drum-temperature-drop control, the Maytag system 

uses electronic sensing elements in the drum to pass 

a slight electric current until the moisture drops 

below a predetermined level. Whirlpool, meanwhile, 

champions its “modulated heat,” which decreases 
the heat as the moisture in the clothes decreases. 

e Dryers are still new enough that substantial, 

(Please turn to page 85) 
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for lasting winter comfort 
in basementless homes... 


NVWQW 








PEAK PERFORMANCE 
COMPETITIVELY PRICED 


NOW... 


ment! The new J-Line models are designed to a new concept in per- 


every home can afford true, quality heating equip- 


formance and value. This is made possible through savings in modern 
design (no fancy decorations), and high production tooling .. . at 


no sacrifice in quality. 


The new J-Line has the many exclusive features and complaint- 
free engineering that have made the Janitrol name famous for over 
50 years. Compare the features . . . compare the price. You'll find 


the J-Line has advantages not even offered in higher priced lines. 


THESE EXTRA QUALITY FEATURES ARE STANDARD! 


Multi-Thermex Heat Exchanger—the famous Janitrol design 
that produces maximum heat transfer and tight-fisted fuel economy. 


Ribbon-flame Burners—produce clean, sharp intense heat. . . 
burn with unusual quietness. 


Two-pass air flow—a unique internal design that directs the air 
over the heat exchanger twice, for extra heating efficiency. 


Trim Styling—crisp, modern cabinet design in warm two-tone 
colors that add richness to any home. 


Compact, Space-Saving—requires less than four square feet of 
floor space. 


WIRE COLLECT FOR FACTS 


You owe it to yourself to get the full story on the amazing new J-Line—plus 
the fabulous Janitrol SELECT DEALER PROGRAM. This exclusive pro- 


gram gives you action in place of promises! 


Quiet—blowers are dynamically balanced and rubber-cushion sup- 
ported for quiet air delivery. 


Unidrive Blower—full capacity air delivery with lower power 
consumption—saves at least $5.00 per year. 


5-Year Lubricated Bearings—on blower motor save on mainte- 
nance. 


Precision Controls—sensitive thermostat, pilot and operating 
controls are enclosed and protected from dirt. 


Factory Fire-Tested—all models are wired, fired and checked at 
the factory under operating conditions. 


The Fofit Prade in the 60s 
will Le lead by Vahitto! 
Select Deayers 


CALL WESTERN UNION NOW! ADDRESS YOUR COLLECT WIRE TO: 


HARRY C. GURNEY, General Sales Manager 
Janitrol Heating and Air Conditioning 


JANITROL HEATING 
& AIR CONDITIONING 


A Division of Midland-Ross Corporation, Columbus 16, Ohio 


Just say: ‘Rush me full details on the new J-Line and the Janitrol Select 


” 


Dealer Program. 


A Division of Midland-Ross Corporation 
Columbus 16, Ohio 





Merchandising Report—WATER HEATERS 


is the roof about to fall in 


on the kilowatters? 


“GAS WATER HEATERS CONTINUE(D) TO BEAT OUT 
ELECTRICS BY A MILE. . . . As for the long-range 
water heater picture, there were hints by the big 
electric manufacturers that they would drop the 
product all together if electric utilities didn’t show 
more promoting spirit.” 

The author of that statement is none other than 
“Electrical Merchandising Week,” the weekly bible 
of the electric appliance industry. Figures contained 
in that publication bear good evidence to back up that 
statement. Electric water heater sales dropped from 
845,000 units in 1951 to 715,000 units last year. 
That’s an 18 per cent plunge. 

The really significant fact is that while the number 
of electric water heaters sold was dropping, the total 
water heater market was expanding—and expanding 
considerably. In 1959, for example, nearly 1 million 
more water heaters were sold than in 1951! Also in 
’59, gas water heaters reached their peak, both in total 
number sold, 2.95 million, and in percentage of the 
market, 79.04 per cent. 

A pessimist will be quick to say, “Sure, but that was 
two years ago. Last year, gas water heaters dropped 
10 per cent and GAMA says they’ll only gain back 6 
per cent in ’61.” 

While that’s true, it’s equally true that last year’s 
total was still 38 per cent above gas heater sales ten 
years ago. And, let us repeat, over the same period. 
electric heaters dropped 18 per cent. There is an ac- 
celerating trend in your favor, if we ever saw one! 

Several other indisputable facts are in your favor: 

¢ Water heaters are now a virtual necessity. 

¢ Water heaters will continue to wear out, meaning 

an ever-increasing replacement market. There 
are now over 15 million water heaters (including 
many bottom-of-the-line, short-life models) be- 
tween 5 and 10 years old and countless millions 
older than that. 

¢ Water heaters will be in greater demand for new 

homes, since residential construction is scheduled 
to rise in ’61. 
e Water heaters will be easier to buy, since the 
(Please turn to page 84) 
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Here, graphically, is why the electric water heater might 
go off the market. While the water heater market has 
been generally expanding healthily, electricity’s share of 
that market has decreased at a decidedly unhealthy 
rate, nearly 10 per cent in one nine-year period. During 
the last decade, the kilowatters’ highest penetration of 
the water heater market, 30.38 per cent, was in the 
market's poorest year, 1951. Its poorest penetration, 
20.95 per cent, was in the market's best yeor, 1959. 
Last year, its shore, 21.18 per cent, was only a finy 
fraction better as gas water heaters outsold electric 
models 2,662,000 to 715,000. 
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® Butane may boost world’s water production 
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Salt water is chilled by heat exchange with fresh water and rejected brine, partially frozen in contact with butane. 
The brine is washed off, and the ice is moved to a melter. Butane vapor leaves the freezer and is piped to a com- 
pressor, then to the melter, where it reverts to a liquid and is recycled to the freezer. 


Pilot plant to test butane 


for salt-water conversion 


BPN Field Report 


Florida facility in race for selection of a process to 


be used in government-sponsored demonstration plant 


THE YEAR 1960 SAW CONGRESS AP- 
PROPRIATING more than a billion 
dollars for water resource devel- 
opment for the second consecu- 
tive year. This is more than Uncle 
Sam spent during the first 135 
years of our nation’s existence. By 
1975 our population will reach 225 
million and these citizens will need 
the fantastic amount of 530 billion 
gallons a day of a good, potable 
water. 

And it'll cost taxpayers some- 
where between $54 and $74 billion 
dollars to meet the country’s water 
needs in 1980, as reported by a re- 
search report to the Senate Select 


HARRY J. MILLER 


Committee on National Water Re- 
sources.* 

That butane may well play a most 
significant role in the solution of 
this complex problem is evident in 
the frantic race now under way on 
Weedon Island at the northeast tip 
of St. Petersburg, Florida. 

Rapidly nearing completion there 
is the nation’s only saline water 
conversion pilot plant to use the 
Cornell University freezing proc- 


® Resources for the Future, Inc., prepared by 
Dr. Nathaniel Wollman, Professor of Eco- 
nomics, U. of New Mexico. 
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Shear it of and you'll stil 
get Positive Shut-off! 


High capacity liquid discharge and filling 
valves for ASME bulk truck or storage tanks 
Will not discharge to an open line Main valve 
opens only when tank and downstream pressure 
are approximately equal Positive shut-off in 
discharge line Provides complete excess flow 
protection Self-closing, easy operating lever 
has six positions for convenience Shut-off mech- 
anism enclosed to eliminate dirt and sludge 
Over-sized reinforced 40-mesh brass screen on 
strainer models Strainer easily serviced with 
one small wrench Free flowing design gives 
highest pumping rates. Write for more information. 
Fisher Governor Company, Marshalltown, lowa. 


STRAIGHT THROUGH ANGLE ANGLE WITH STRAINER 


If it flows through pipe anywhere in the world FISHER 


...-chances are it's controlled by....... 
Controls 


SINCE 18680 


SERIES C166 
with integral strainer 
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Salt-water conversion 





This may be an historic site if the Cornell butane process wins out in the race to find 
an economical method of converting salt water to fresh water. It's the pilot plant at 


Weedon Island, off the coast of Florida. 


ess, Which may change the course 
of world history and make the des- 
erts bloom again. 

At the present time, there are 
four saline conversion plants con- 
tracted for under a program spon- 
sored by the U. S. Department of 
the Interior. None use freezing as 
a means of obtaining fresh water, 
nor do any of them use butane. 

Now a fifth such demonstration 
plant is to be built. Two processes 
are competing for selection as the 
method to be used in this plant. 
One is the Cornell University proc- 
ess, Which will undergo its tests at 
Weedon Island. The other is a proc- 
ess under test at a pilot plant built 
by Carrier Corp. at Syracuse, N. Y. 

At Weedon Island, butane refrig- 
erant is vaporized in direct contact 
with salt water. In Carrier’s pilot 
plant, located at Syracuse, N. Y., 
the freezing process is carried to 
almost zero temperatures. 

Results of the pilot studies will 
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be used by the government in the 
selection of the fifth full-scale 
plant, which will probably be lo- 
cated on the East Coast. 

Engineering interest is at fever 
pitch as the $500,000 Weedon plant 
nears its target date for fresh 
water production to determine if 
the Cornell process is practical, low 
cost fresh-water-from-salt method 
so eagerly sought. 

Paul Quenin, Project Engineer, 
and Allen Campbell, job superin- 
tendent at Weedon, make no secret 
of the fact they are involved in a 
race in which the plant cost of 
$500,000 is “peanuts.” “This pilot 
plant is only to prove we can pro- 
duce water at a cost of 50 cents 
per 1000 gallons,” says Quenin. 
“There are places in the United 
States today where $2 per 1000 
gallons is a practical price, and a 
California town was paying $5.” 

By comparison, the first of the 
five saline conversion plants, to be 


erected in Freeport, Texas under 
a $1,246,250 contract utilizes the 
longtube - vertical multiple effect 
distillation process using a new 
technique for avoiding scale forma- 
tion by use of a suspension of fine 
solids in the brine. This type of 
operation involves a series of 
boiling chambers (effects) that em- 
ploy heat from the vapor produced 
in the preceding chamber, to 
evaporate more brine in the next 
chamber. 

Expectations are that the Free- 
port plant will produce fresh water 
at the rate of 1 million gal. per 
day, at a cost of about $1 per 
thousand gals. Three other plants 
of the Office of Saline Water have 
been set up: an _ electrodialysis 
process plant at Webster, S. D.; a 
multi-stage flash distillation unit 
at Point Loma, Calif., and a forced 
circulation plant at Roswell, N. M. 

It is the fifth plant, to utilize 
some type of freezing process, 
which is scheduled for the east 
coast, that may be patterned after 
the butane Cornell process plant at 
Weedon Island. 

“A major break-through this past 
year has been this freezing proc- 
ess,” says Quenin. “It has reduced 
the target price from $1 per 1000 
to 50 cents per 1000 gallons. Your 
major cost is the first cost-con- 
struction. After that, the plant has 
very low maintenance and operation 
cost.” Quenin said the government 
is paying about three-quarters of 


A complex of towers and tanks, as shown 


below, is needed in the process. Plant 
will make 35,000 gal daily. 
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NEWEST SENSATION IN 
THRU-WALL GAS HEATERS! 















































New Suburban Thru-Wall Heater—"Ventura” 











Floor Furnaces 





The Suburban Ventura! 


Counter-Flo or gravity Displays and Sales Kits! Suburban sup- 

Most compact unit plies you with displays, literature, sales kits 

A-19 Glascoat-sealed combustion and other tested aids to help you get more 

CE chamber business. 

ax 20-year guarantee 

Counter-Flo Wall Heaters Installs flush or recessed (only 5” Send For Full-Line Catalog. You get a 
into room) selling story anda selling price with Suburban 

One man can install from inside the gas appliances — more of what it takes to 

house, quickly and accurately with get more jobs. Mail the coupon today — get 

fool-proof, exact-size installation the whole Suburban story. 

templet 

Patented stamped-steel raised-port 

burner 


Dual heat exchanges provide bonus ° 
heat 


Easily accessible hand-level controls . 
© 100% safe—fully automatic 


























Samuel Stamping & Enameling Co., Dept. BPN 
Manufacturers Road, Chattanooga, Tenn. 


Please send full-line catalog and complete information. 


NAME COMPANY. 
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Space Heaters 
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Salt-water conversion 








In the melter units, ice crystals are melted with butane vapor. 
In this step, by heat transfer, the butane gas is returned to liquid 
form for recyling through the freezing units, where the process 
of conversion begins all over again. 


its cost, with Blaw-Knox Co. mak- 
ing up most of the rest. (The 
processes under test were developed 
by Blaw-Knox and Prof. H. F. 
Weigandt of Cornell University.) 

Says Quenin, “For years it has 
been known that water could be 
purified by freezing. This applica- 
tion of direct contact refrigeration 
was first used by Japanese scien- 
tists about 3 years ago. Then Dr. 
Weigandt applied it to reclaiming 
water.” 

Quenin explains the process in 
which butane is of vital importance. 
“In the Cornell process, salt water 
mixed with butane is pumped into 
the Rotocel, a rotating basket de- 
vice. The saline feed is chilled by 
heat exchange with fresh water and 
rejected brine, then partially 
frozen. 

“By freezing about half the wa- 
ter, you concentrate the impurities 
in the other half. This freezing 
step produces overhead butane 
vapor, which is removed and proc- 
essed, and a slurry of ice in brine. 
The slurry goes into a washing 
device where brine is drained off 
and the ice crystals washed free 
of adhering water, then the ice is 
conveyed to a melter unit. 

“Here the crystals are melted by 
introducing butane vapor at slight- 
ly higher pressure, and the potable 
water is then sent to storage tanks, 
while the brine is pumped back 
into Tampa Bay. 
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Scale model of the nation's only saline water conversion pilot 
plant using the Cornell freezing process. Left to right: A. P. Pereze, 
engineering vice president of Florida Power Corp., Allen Camp- 





bell, job superintendent, Paul Quenin, project engineer. 


“For every two pounds of sea 
water,” says Quenin, “we will get 
one pound of fresh.” 

Job Superintendent Allen Camp- 
bell makes the point: “It takes 144 
Btu to change one pound of water 
to ice, but 970 Btu to evaporate a 
pound of water. 

“This is an advantage over other 
processes because it takes power 
and energy to produce those Btu. 

“A plant using a freeze process 
must handle a solid phase; lose 
control of your temperature a bit 
and you have to shut down and 
thaw out. For this reason, agitators 
constantly keep the slurry loose.” 

According to Quenin, “the pilot 
plant, with a daily production of 
35,000 gallons of fresh water, will 
continue its operation for three to 
six months’”—until the temperature 
approach needed has been deter- 
mined. 

“The whole world wants water,” 
adds Quenin. “We've had inquiries 
about this project from all over 
the world. The British government, 
for instance, is holding off build- 
ing some plants in the Near East 
until it sees how we do.” 

Cost comparisons will be diffi- 
cult, Quenin said, because the 
operation is small and actually two 
pilot plants are to be under test 
at Weedon. One is the Blaw-Knox 
system; the other is Professor 
Wiegandt’s butane system, which 
combines the Rotocel freezing- 


washing operation with the melter 
tank process, all in one unit re- 
sembling a Cape Canaveral rocket. 
Paradoxically, neither the U. S. 
nor the world at large suffers from 
an intrinsic shortage of fresh 
water. But the great difficulty is 
that much of this water is often 
available only seasonally and poor- 
ly distributed. Vast quantities go 
to waste in floods and too much 
rainfall. while vast stretches of the 
earth remain parched. 
Nevertheless, there is a colossal 
glut of water: in the oceans, which 
cover 71 per cent of the planet 
there is more than 300 million 
cubic miles of it. To get an idea of 
the content of this salty fluid, a 
cubic mile of oceanic water weighs 
over 4% billion tons! In addition, 
it contains 117 million tons of salt. 
If you multiply these figures by 
300 million, you get some idea of 
the astronomical benefits that can 
be conferred by butane in the 
process of desalting sea water. As 
Quenin says: “This can be a great 
political aid. If we can give foreign 
nations the water to develop their 
lands, we can give them the solu- 
tion to many of their problems.” @ 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE NEws, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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TWO GREAT NAMES! 


In the past twenty years, the name of Anchor has become well known 
for the personnel it's developed to take care of your needs. And now, 
as a further step in that development, Anchor teams up with the 
Mobil Oil Company to insure the continuity of the high quality 
of its service. In the years to come, you can continue to depend on the 
Anchor Petroleum Division of the Mobil Oil Company, 
located at Tulsa, Oklahoma, for the same fine business policies and personal 

attention that mean service at its best. 


A Division of Socony Mobil Oil Company, Inc, 


[Mobil MOBIL OIL COMPANY 
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Sussex County Civil Defense Center, first of its kind in New Jersey. 


CD officials pin hopes on 
LPG for disaster feeding 


If war should start, Sussex County will 
be feeding thousands of people from 


their LPG kitchen. 


MORE AND MORE THESE DAYS, WE 
AS INDIVIDUALS become personally 
aware of Civil Defense. Worsening 
international situations, “scare” 
headlines in newspapers, alarmed 
radio and television commentators 
all bring home the reported need 
for bomb shelters, evacuation 
routes, first aid courses, etc. To 
take all this gloom and extract 
some good from it is indeed an 
accomplishment. Littell’s Gas Serv- 
ice of Franklin, N. J., has done 
just that. 

The Sussex County Civil Defense 
Training Center, first of its kind 
in New Jersey and serving as a 
model for similar structures 
throughout the country, is using 
propane for its underground 


kitchen. The idea of using LPG in 
the kitchen was “sold” to county 
C. D. authorities through the alert- 
ness and aggressiveness of Robert 
Littell, who directs the sales efforts 
of the family-owned LPG corpora- 
tion. 


A BPN Exclusive 





“I saw an ad in the newspaper 
one night,” Littell reports, “re- 
questing bids to be submitted to 
the county freeholders for the in- 
stallation of a kitchen in the train- 
ing center. There were no specifica- 
tions for the fuel; they just wanted 
bids on the kitchen. So, I went 
after it and got it.” 

Sounds simple, doesn’t it? Yet 
Littell’s was the only LPG dealer 
alert enough to even go after the 
job. Bob went to a kitchen supply 
company in nearby Newark and 
worked out prices with them for 
the ranges and other equipment. 





The buried LPG tank, with only the hood 
showing, has a capacity of 500 gal. It holds 
a 15-day supply of gas. 


Adding these to his own figures 
for the installation of a 500-gal. 
storage tank, piping and regulators, 
he submitted his bid and came out 
low man. 

One might question the value of 
going after an installation which 
is, basically, a “one-time” load. It 
could be asked, “What’s the profit 
in putting in a tank, equipment 
and kitchen that may never be used 
(we hope) under the conditions for 
which it is designed and may only 
be used during test?” 

Littell has the answers here. 
First, he charges it off to good 
public relations. Second, he feels 
he is “selling” the liquefied petro- 
leum gas industry—remember, this 
center is a model for the rest of 
the country. Third, he has built 
himself an excellent sales tool to 
use in trying to convince potential 
commercial and industrial custo- 
mers of the value of using LPG as 
a fuel. 

“We feel it’s a prestige-type of 
thing,” Littell says when speaking 
of that third point. “To my way 
of thinking, it’s a good deal for us 
to be able to tell prospective cus- 
tomers that we’re capable of doing 
such a job as that. The fact that 
the local government (and indi- 
rectly, the National government, 
too) has accepted our job and our 
fuel, doesn’t hurt us either when 
we're trying to sell someone else.” 

The building in which Littell’s 
made the installation serves as a 
combination training center and 
control center for trainees in fire 
fighting, police work, warden serv- 
ice, health and welfare problems, 
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“the best 
cost-cutter and 
business- 
builder we’ve 
ever discovered.’ 





“| wouldn’t take our radio out now if it cost twice what it did.” 
That's how Victor Lagrange, president of Home Gas and Fuel 
Co., Inc. of Lake Charles, Louisiana feels about Motorola 2-way 
radio. His records prove that savings in mileage and phone 
bills alone, more than pay for his radio—so that means the 
savings in driver time and the resulting additional business 
can be counted as profit. And Mr. Lagrange has found new 
accounts easier to open and old ones easier to hold since he 
can provide swift, reliable radio dispatched service. You owe 
it to yourself to find out how Motorola 2-way radio can cut your 
costs—add to your profits. Get a demonstration soon. 


GET THE COMPLETE PROFIT STORY—MAIL THIS COUPON TODAY 


MOTOROLA 2.x 








Motorola Communications & Electronics, Inc. 
Dept. BPN-13 
A Subsidiary of Motorola, Incorporated, 
4501 Augusta Boulevard, Chicago 51, Illinois 


C) Mail me full fact kit on 2-way radio 


DC Have representative telephone for appointment 
Name____ ae 

Company___. senile No. of Vehicles. 
PROBIC OD cicmionssinsiititesatiiasiensan 


City. a 


The tank was buried about 5 ft deep and I5 ft from the main 
building. The tank and line joints are coated with tar. 


radiological defense, rescue work 
and communications. It is located 
in a rural area some 20 miles from 
Littell’s and about 60 miles from 
New York City in a county which 
has been ticketed as a place of 
refuge for 600,000 Metropolitan 
New Yorkers in the event of enemy 
air attack. 

The kitchen is in the basement 
of a building that is roughly 50 ft 
x 100 ft x 12 ft. Covering the 
kitchen are 12 inches of concrete 
and 10 tons of steel. It is adjacent 
to the dining hall and the heart of 
the operation, which consists of a 
command room, radio and decon- 
tamination rooms. Costing $65,000, 
the building was constructed as a 
federal aid project with the county 
being reimbursed 50 per cent of 
the cost. 

Major O. P. Armstrong, deputy 
C. D. coordinator who heads a 
three-man staff, says of the pro- 
pane kitchen: “We have been con- 
vinced of the value of this fuel for 
emergency purposes. Field tests 
have shown that many bomb- 
damaged buildings can still utilize 
their kitchens for emergency feed- 
ing and provide thousands of hot 
meals when propane is used.” 

Part of his conviction — aside 
from that imparted by Littell’s sell- 
ing efforts—comes from the results 
obtained in “Operation Cue” at the 
Atomic Energy Commission’s Ne- 
vada test site. The test indicated 
that propane equipment stands up 
well when exposed to atomic ef- 
fects. Thus the Sussex County 
authorities felt that the use of 
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propane fuel would be best.* 

Another big factor in the Opera- 
tion Cue test that helped influence 
the New Jersey installation was 
the fact that many bomb-damaged 
buildings where utility service had 
been disrupted could be converted 
to bottled gas cylinders or tanks 
for immediate operation. 

To provide fuel for the Sussex 
County unit’s kitchen, Littell’s in- 
stalled a 500-gal. storage tank. 
That size tank, which will hold at 
least a 15-day supply of gas, was 
determined by civilian defense 
standards which call for a min- 
imum 15-day supply of anything, 
whether it be canned beans, flash- 
light batteries, or fuel. It was 
buried about 5 ft deep and 15 ft 
from the main building. The tank 
is coated with bitumastic tar made 
by Barrett Div. of Allied Chemical 
Corp. All of the joints on the high- 
pressure line (it is a two-stage 
system) were covered with roofing 
tar. “We feel it’s a lifetime job,” 
comments Littell. 

The piping itself is 34-in. for the 
low-pressure system and %-in. for 
high pressure. The $500 worth of 
kitchen equipment installed by Lit- 
tell’s is all stainless steel. The en- 
tire installation—tank, piping, reg- 
ulators, ranges, etc.—was sold 
outright to the C. D. agency. 
Littell’s made only a slight profit. 

Unfortunately, this job could 
have been an even bigger one for 
LPG. In addition to providing the 


* See BPN issue June 1955, page 29 for 
further information concerning the AEC 
test. 


The $500 kitchen, equipped with stainless steel, was sold to CD 
agency by Littlell’s Gas Service of Franklin, New Jersey. 


fuel for the ranges, coffee urn and 
dish washer warmer, the heating 
facilities could well have been pro- 
pane-fueled. So also could have been 
the generators that supply the elec- 
trical power for lighting, radio 
communications, etc. However, Lit- 
tell recalls that by the time he had 
hear about the construction of the 
installation, bids for those jobs had 
already been accepted and work 
begun. 

No special training in the han- 
dling of LPG was given to the 
civilian defense personnel who will 
use the equipment because, as 
Littell says, “LP is pretty well 
known up in this neck of the 
woods.” Littell’s will also supply 
whatever service on the installation 
that may be needed, although there 
was no actual service contract 
signed. “We operate that way with 
all our accounts,” Bob reveals. “We 
feel that as long as we are supply- 
ing gas to anybody, service is a 
necessary corollary and Littell’s 
will take care of it.” 

Returning for a moment to the 
three reasons Littell gave for doing 
this job, if you can accomplish 
them and still make a profit—re- 
gardless of how slight—it is, in 
Littell’s words, “a good deal.’”’ Even 
without a financial gain, it still 
might well be. = 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE NEWS, 198 S. Alva- 
rado St., Los Angeles 57, Cal. 
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Here’s what’s in the GEM program 
for the LP-GAS INDUSTRY 


«ef Of yOu, 4 powerful advertising program 
resulting from the combined efforts of 17 
companies supplying the Gas and LP-Gas 
industries. GEM — the Gas Equipment 
Manufacturers — sponsors a year-round 
program of advertising in leading magazines 
read by home owners. The large, colorful 
ads promote the consumer use of gas and 
LP-Gas for major household equipment. 


ailew™s 
BONN) 


GEM newspaper mats of attractive 
ads are designed to encourage the use of 
gas-fueled appliances. Available at cost are 
GEM direct mail pieces which may be sent 
to your customers. Write to GEM. 


Asa supplier to the LP-Gas and 
gas industries, your company can increase the 
value of its services by participating in the GEM 
program. You are cordially invited to join us. 
For information, write to the GEM committee. 
60 East 42nd Street, New York 17, New York. 
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WHEN A COMPANY can increase 
its sales from 1.2 million to 3 
million gals. in less than four years, 
it must have a pretty sound for- 
mula for success. 

Delaware Valley Propane Co. has 
such a formula: Build industrial 
load. 

Says John Long, president of 
the Merchantville, N. J. firm: “All 
of our growth since February 1957 
has come from industrial appli- 
cations.” That, incidentally, is the 
date he took over as president. 

One of Long’s prime targets has 
been the tar-heating load, particu- 
larly among roofing contractors. 
This kind of business alone has 
brought Delaware Valley Propane 
annual sales of nearly a half-mil- 
lion gal, and—happily—85 per 
cent occurs in the summer time. 

Long got into the sale of LPG 
for tar kettles early in 1959. The 
company’s utilization engineer, Don 
Maguire, rigged up a_ portable 
torch with a 20-lb. cylinder, and 
installed it in his automobile. On at 
least two occasions, Maguire was 
out searching for new business in 
the field and happened on contrac- 
tor’s crews who were shut down 
due to the faulty equipment and 
fuel they were using. He immedi- 
ately put his portable rig to work 
and got the crews going again, 


A BPN Exclusive 


WILLIAM T. HARPER * Eastern Editor 


much to the delight of the foremen. 

Those “live” demonstrations went 
a long way toward helping convince 
the contractors that they should 
convert to propane. Long also loan- 
ed hookups to other contractors 
on a trial basis and let them con- 
vince themselves. 

Kerosene has long been the big 
fuel for tar pot usage in the North- 
east. That fuel is delivered in huge 
drums, from which smaller quan- 
tities are pumped into other open 
containers to be used as needed. 

“We used to worry about kero- 
sene slopping all over the place 
when we had to fill the containers 
on the site,” says a foreman for 
the Philadelphia contractor, War- 
ren-Erhardt Co. “It was a real fire 
hazard, with kerosene all over the 
ground and the burners going full 
blast. More than once, we had a 
truck full of tar go up in smoke— 
and I do mean smoke!” 

With LPG, this fire hazard is 
eliminated simply because the fuel 
is delivered in sealed containers. 
There is no fuel transfer on the 
job. The gas-tight propane con- 
tainer also does away with the 
problem of fuel evaporation, an 
additional fire hazard. 

Safety is only one of several 
selling points favoring LPG. Equip- 
ment “down-time” has been almost 
completely eliminated. While using 
kerosene, Warren-Erhardt found 


* You've got to raise your sights to find new business 


Roof-top loads help boost 
DelVal sales 250 per cent 


that the burner ports were continu- 
ally becoming clogged with soot and 
carbon deposits. It took time and 
money to clean them out. If the 
equipment failed on the job, as 
frequently happened, the entire 
crew was idled, sometimes for sev- 
eral hours. Then as many as 10 men 
in the contractor’s working crew 
might have to stand by waiting 
for repairs to be made. Labor costs 
would rise. 

LPG’s cleanliness put an end to 
this kind of headache. 

Long has also been successful in 
selling customers on the fact that 
LPG will save them money. The 
per-gallon price is actually higher 
than for kerosene, but this is a 
minor disadvantage when compared 
with other cost considerations. Fuel 
price becomes secondary when a 
customer begins thinking about 
elimination of down-time and start- 
up time. 

Long likes to cite (for prospec- 
tive customers) the experiences of 
Warren-Erhardt. When using kero- 
sene, the company had been re- 
quired to bring a man in three 
or four hours before a job was to 
begin merely to get the burners 
lighted so the tar would be melted 
and ready to use when the full 
crew reported for work. This piled 
more labor hours on each shift, 
and ran up costs accordingly. 

Since switching to propane as a 
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TRINITY BUILDS 
QUALITY 
INTO 

N H; EQUIPMENT 





Modern farming needs qual- 
ity equipment for continued 
growth and progress. In line 
with these needs, Trinity 
designs and fabricates the 
best in Anhydrous Ammonia 
(NH3) storage vessels. Engi- 
neering specifications strict- 
ly adhere to the ASME Code 
and state regulations. Fine 
surface finishing and paint- 
ing reduces upkeep to a 
minimum. If you need a 
source of supply for QUAL- 
ITY NH, equipment, call on 


Trinity. 








STEEL COMPANY, 
4001 Irving Blvd. « Dallas, Texas + FL7-3961 
Francesville, Ind. When in Mexico City visit Tanques de Acero Trinity, S.A. 
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Roof-top loads 








An L-shaped torch of Long's own design is used to heat the tar kettles 
on the site at a Warren-Erhardt job. 








A straight torch is hooked up to a Warren-Erhardt truck, heating a 
valve so the liquid ter will flow freely through it. 


fuel, the company has found that it 
now takes only a matter of minutes 
for the LPG to create the amount 
of heat necessary to melt the tar 
needed to start the job. 
Warren-Erhardt is only one of 
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a half-dozen large tar-heating cus- 
tomers. Each takes from 25 to 50 
cylinders per delivery. Another 55 
or 60 roofers use three to six 
tanks per delivery. 

All deliveries are made on a 


cylinder change-out basis, with the 
larger customers calling DelVal as 
they need fuel. It’s uneconomic for 
the company to serve smaller users 
in this way, however, so roofing 
supply houses have been set up as 
retail LPG dealers. 

Long uses a burner (see illustra- 
tions) which he designed himself 
with help from Maguire and others. 
He modified the inside walls of 
the burner in such a way as to 
cause the flame to make a swirling 
action. At it circulates, it builds 
up heat inside the tar pot chamber, 
speeding up the melting of the tar. 

He also incorporated in it a 
safety device to prevent possible 
human failures. Workmen are al- 
ways looking for a short cut, Long 
believes. In early operations with 
the piping used for tar pot burners, 
the workmen when finished would 
cut the fuel off at the most con- 
venient point, usually at the control 
valve nearest the flame. This would 
then leave liquid and/or vapor 
in the line between the LPG cylin- 
der and the torch. 

At the valve atop the cylinder, 
Long installed a POL connection 
with a built-in excess fiow device. 
Should a surge come into the valve, 
it would jam a ball in the valve 
against the far side of the valve 
opening, thereby closing off the 
flow of gas. 

In addition, the valve nearest 
the torch is so designed that it is 
impossible to shut off the gas there. 
A simple needle valve closes just 
so far, but not all the way, so that 
whatever gas remains in the line 
from the cylinder will be burned 
off. This prevents any gas from 
remaining in the line. 

Between the torch and his grow- 
ing industrial loads, Long’s busi- 
ness operations have taken new di- 
rections. More and more emphasis 
is being placed on them. Industrial 
business is good business, and it’s 
been extra good for John Long and 
Delaware Valley Propane Co. 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Calif. 





BUTANE-PROPANE News 














SCHOOL fs a5 
‘all B52 oe 
ba Xkeb< 
(et sink 
WAREHOUSE 
) ea 


| | 





$ | Hee 
bra | int 


BEAUTY SHOP 


2 





OFFICE 





WAITING ROOM 


FAR BETTER COSTS LOTS LESS 


THAN ORDINARY THAN CENTRAL. 
GRAVITY FORCED-AIR 
WALL HEATERS HEATING SYSTEMS 


RIGHT IN THE MIDDLE WHERE 
THERE’S MONEY TO BE MADE 


* It’s vented for safety. (Vent is concealed.) % Hides in the wall, takes no space at all. 
(Only 14” wide by 10” deep.) % You offer floor-level heat in one, two, or three directions. 
% Only a small grille shows on one side if you use fully-hidden installation method. *& Installs 
simply—the simplest, by just putting it against a wall. %& Offer a choice of single or two-speed models. 


You can bet DAY & NIGHT has no special ax to grind in this area. DAY & NIGHT makes the best 
of both other types of heating equipment. But there’s that fertile market in between where you can make a 
healthy profit. It’s the market that won't settle for “just heat” in a merely adequate, low-cost unit ~— yet can’t 
(or won't) pay for the long-run ductwork required by central forced-air systems. Where price is the prime 
consideration, you can sell the standard, single-speed model. The two-speed FA Panelray model should 
be your big seller. Its normal setting holds operation to a low flame, low speed level, stretching use of 
fuel and power over longer period for more even temperature. High setting allows burner and 
fan to respond to thermostat regulation for full-speed, full-flame operation. 

It fits your middle market perfectly! 





IT’S THE NEW 


DAY & NIGHT GO FA PANELRAY 


For complete installation specifications, write to: 
DAY & NIGHT MANUFACTURING COMPANY 855 ANAHEIM-PUENTE ROAD, LA PUENTE, CALIF. 
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yement portfolio 


Tax-time tips on taxable 


and reportable incomes 


April 15th (the ace- 


tual deadline this 
year will be the 17th) rete 


will be here sooner 
than you think. In ELBOW 
this article, tax ex- 

pert E. H. Mitchell tells which in- 
comes are taxable and non-taxable 
reportable and non-reportable. 


, 


WHEN MAKING OUT YOUR INCOME 
TAX RETURN, patience is a reward- 
ing virtue. An honest taxpayer in- 
a-hurry runs the risk of overpay- 
ing. This two-installment article is 
intended to help you “make haste 
slowly.” Speed control pays divi- 
dends here as well as on the high- 
way. 

In minimizing income taxes, the 
two major elements are (1) exempt 
and excludable income and (2) de- 
ductions. The latter, which is the 
more fruitful, will be treated next 
month. 

All types of taxable income are 
reportable, but all reportable in- 
come is not taxable. Some types of 
income are neither taxable nor re- 
portable. 


Taxable income 


In general, taxable income con- 
sists of: compensation received for 
work or services, profits from a 
business or profession, dividends 
on stock, interest, rent, periodic 
alimony, receipts by estates, re- 
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ceipts from trusts, gains from the 
sale of property, gambling win- 
nings, pensions for past services, 
most prizes that are accepted, an- 
nuities (to a _ limited extent), 
rewards, royalties, and forgiven 
debts. 

Particular attention should be 
paid to all dividends received and 
to all interest received from banks, 
savings and loan associations, in- 
surance companies, credit unions, 
bonds (both federal and corporate, 
but not municipal), and _ postal 
savings accounts. A single, unin- 
tentional omission could easily re- 
sult in an audit of your return. 

You must report all taxable in- 
come. 


Non-taxable and non-reportable 
income 


Most non-taxable income need 
not be reported. Check your 1960 
receipts against the following list. 
It could save you money. 

Bequests, legacies, gifts (except 

Christmas bonuses) and inheri- 

tances. 

Accident and health insurance 

proceeds. Also casualty insur- 

ance proceeds for complete or 
partial destruction of property. 

Interest on municipal bonds. 

Sums received as damage result- 

ing from personal injury, libel, 

slander, and breach of promise. 

Veterans’ disability compensa- 

tion. 

Proceeds of life insurance pol- 


icies received upon the death of 
the insured. 

Workmen’s compensation. 
Amounts received under both the 
Social Security and the Railroad 
Retirement acts. 

Unemployment benefits received 
under railroad unemployment 
compensation laws, state unem- 
ployment compensation laws, and 
the Railroad Unemployment In- 
surance Act. 

Veterans’ bonuses and pensions 
whether received by the veteran 
or his family. 

A minister’s rental allowance or 
the rental value of his home. 

A service man’s allowance for 
subsistence, quarters, uniforms, 
meals and mustering-out pay. 
Payments to dependents of mili- 
tary personnel. 

All tax refunds, but not the in- 
terest thereon. 

Dividends on life insurance pol- 
icies upon which you pay the 
premiums, but not interest upon 
such dividends. 

Scholarship and fellowship 
grants, including research grants 
from the American Heart Asso- 
ciation, Inc., plus necessary ex- 
penses furnished. 

Public assistance benefits paid 
from a general welfare fund. 
Group, term, life insurance pre- 
miums paid by your employer. 
Group hospitalization premiums, 
similarly paid, if not deducted 
from your wages or _ salary. 
(Your employer’s contributions 
to a profit-sharing or pension 
plan are not taxable until finally 
distributed or made available to 
you.) 

The value of goodwill Christmas 
gifts received from your em- 
ployer, provided such gifts con- 
sist of food or merchandise of 
nominal value. 

Courtesy and goodwill discounts 
on purchases from your em- 
ployer, provided they are nomi- 
nal in value, are offered to em- 
ployees generally, and are not 
intended as additional compensa- 
tion. 

The value of lodging furnished 
you by your employer on his 
business premises, provided it is 
required and is furnished for his 
convenience. This is taxable to 
partners since they are not em- 
ployees. 
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Where else so complete a service 
for ALL your bulk plant needs? 


| 
' 
a 


Complete warehouse stock of LP-Gas parts and 


Best-quality NGAA-specification fuel, plus assured 
equipment, for immediate service. 


on-time delivery. 


<a 
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Complete line of “Topper” Systems, quality-built for 
lifetime service. New endmount systems available. 

















bs 
And now United brings you 


Engineering and technical services. including de- Pl PE LI N E 
sign and construction of complete bulk and standby PROPAN E 


plants. 
from the Mid-America line 


UNITED PETROLEUM GAS COMPANY 


4820 Excelsior Bivd., Minneapolis 16, Minn. * WA 7-9981 
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An allowance or reimbursement 
for moving expenses of yourself 
and family to another permanent 
place of employment, but to the 
extent only of the amount ac- 
tually expended, and provided 
the move is “in the interest of 
your employer.” This income ex- 
clusion covers the cost, also, of 
transporting household goods and 
personal effects. 


Non-taxable but reportable 
income 


The gain, if any, realized upon 
the sale of your residence, pro- 
vided that within one year before 
or one year after such sale you 
buy and occupy another residence 
at a cost equal to or in excess of 
the adjusted sale price of the old 
one. Here the tax on the gain is 
postponed (not forgiven) until 
the last replacement residence is 
sold during a similar two year 
period. Careful records should be 
kept in order to establish the 
amount of the final gain, if any. 
Somewhat similar rules apply to 
other types of property, con- 
demned or otherwise involuntar- 
ily converted into other property 
which is similar or related in 
service or use. These rules are 
varied and tricky. Expert advice 
is strongly recommended. 
Endowment proceeds not in ex- 
cess of cost. 

Payments made by or for an em- 
ployer and received by benefici- 
aries of a deceased employee be- 
cause of his death, but not in 
excess of $5,000. 

The first $50 of dividends you 
receive on stock. If your wife 
owns stock, either alone or jointly 
with you, she enjoys the same 
exclusion on a joint or separate 
return. 

Compensation received for the 
whole period an employee is out 
of work due to injury, not in ex- 
cess of $100 a week. This must 
be paid pursuant to the employ- 
er’s wage or salary compensation 
plan. Partners are not eligible 
here. The same exclusion ap- 
plies to employees out of work 
due to sickness, but it does not 
start until after the first 7 days 
of such sickness, unless hospital- 


ized for at least one day. It must 

be paid under a similar plan. 

Portions of annuities that were 

purchased by you. The amount 

of this exclusion is quite techni- 
cal. You may need help. 

If by a quick and careful check 
of above categories you find one or 
more types of non-taxable, 1960 in- 
come received by you (or by a mem- 


ber of your family or even by a 
friend), the time spent will not 
have been wasted. If none is found, 
you still enjoy the comfort of know- 
ing definitely that you are not over- 
stating your income. You will have 
crossed the first of two important 
hurdles. 

We'll cross the more profitable 
hurdle, deductions, next month. & 


Here are the most important new 


changes in the Social Security Laws 


Social Security 
benefits have 
been liberalized 
under recent 
amendments to 
the statutes. 
This article, prepared especially for 
BPN by the Social Security Ad- 
ministration, highlights the most 
important of the new provisions, 
and concludes with a plea to the 
employer for better reporting, in 
the interests of saving everyone 
time and trouble. 


MANAGEMENT 
HANDBOOK 


SOME MAJOR CHANGES and many 
minor changes in the Social Se- 
curity Law were brought about by 
the recent 1960 amendments. Some 
of the most important are these: 

First, benefits can now be paid 
to a disabled worker at any age. 
A severely disabled worker need 
not wait until age fifty to become 
entitled to cash benefits for him- 
self and his dependents. The other 
requirements for eligibility to dis- 
ability benefits are basically the 
same. An applicant must: 

(1) Have worked for at least five 
years under social security in 
the 10-year period before he 
became disabled. 

Have a disability which pre- 
vents his doing any substan- 
tial gainful work. 

Have a disability that is not 
expected to improve in the 
foreseeable future. 

If a person has been drawing so- 
cial security payments as a se- 
verely disabled person, he can con- 
tinue to get checks for 12 months, 
if he goes back to work. A decision 
on whether a disabled worker has 


regained his ability to work will 
not be made for nine months after 
he returns to work. Then, if he is 
found no longer disabled, he will 
get payments for three more 
months. 

Also, if a disabled worker does 
regain his ability to work and, 
within five years, again becomes 
disabled, he will not have to wait 
six months to have his benefits 
start. 

Second, beginning in 1961, most 
beneficiaries who work will have 
less benefits withheld. 

The method used to determine 
the amount of benefits a beneficiary 
will be entitled to when he has ex- 
cess earnings in a year has also 
been changed. A beneficiary who 
earns more than $1200 in a year 
will have $1 of his benefits withheld 
for each $2 that he earns over 
$1200 and under $1500. For every 
dollar his earnings go above $1500, 
he will lose one dollar of benefits. 

For example, if a beneficiary is 
receiving a benefit of $113.00 per 
month, he would get some benefits 
even if he earns $2706.00 in a year. 
Under the old law he would have 
had to forfeit all of his social se- 
curity checks. As before, a bene- 
ficiary who earns $1200, or less will 
get his benefits for all months of 
the year. 

Third, the amount of work re- 
quired to get benefits has been re- 
duced. In order for you or your 
dependents to get benefits, you 
must have worked under social se- 
curity for a certain period of time. 
Just how long depends upon your 
date of birth or, if you die, upon 
your date of death. 
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ARKLA GASLITES 
The most popular decorative and practical 


home improvement on today’s market 


Aisa You SATISFIED with the money you made last year? Like to increase your 
profits this year? You can as a Beaird LP-Gas dealer. 





Here’s why! As a Beaird dealer you don’t have to go-it-alone. Beaird has a full- 

time sales organization ready to give you personal assistance the year ‘round. 

, a These experienced LPG-men will help you to arrange long term financing of 

ARKLA GASIGNS systems, transports, bob tails, filling stations and storage needs. Or help you 
Sensational new high profit load builder. 3 . ° = » . : 

Modern designs for every business. train your personnel in the use of Beaird merchandising aids that will increase 

A must for LP-Dealer signs : ‘ : : : et: 
sales. You will also profit from a nationwide stocking program that puts millions 
of dollars worth of LP-Gas systems in local inventory points to reduce your 


costs. 


And now . . . Beaird has added new lines of “hot” selling items your customers 
will want. These include the sensational Cuno Aqua-Pure Water Filter and the 
Arkla line of Gaslites and Gasigns. Put these fast selling “load building” prod- 
CUNO AQUA-PURE WATER FILTERS . 
Crystal clear pure water for home and business ucts to work for you. Send for literature today. 


For bigger profits . . . look into a Beaird dealership. 


BEAIRD THE J. B. BEAIRD COMPANY, INC. 


A Subsidiary of American Machine & Foundry Company 
SHREVEPORT, LOUISIANA ¢ CLINTON, IOWA 
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Retirement age (65 Will need this 
for 


men and 62 for much work — 


1956 or earlier \'/2 years 
1957 2 
1958 2/4 
1959 2'/p 
1960 3 
1961 3", 
1962 3/2 
1963 4 
1964 4/4 
1965 4'/> 
1966 5 
1967 5'/, 
1968 5\/> 
1969 6 
1970 b\/, 
1971 6/2 
1972 7 
1973 M4 
1974 1/5 
Ne | 1975 - 
Carbon Piston oe Tei 1976 8/4 
Rings (No need for . | int ou Sf, 
lubrication here!) sk tel ppb 9", 
1980 "2 
198! or loter 10 


| 
| _women), or death 
| 
| 


Quiet, long lasting 
cushioned disc-type 
alloy steel valves. 


Stuffing box with . 
shaven 00 tote In comparison, a person under 


packing seperates os | the old law would have needed 5 
compression cylinder Fas ’ years of work under social security 
from crankcase. . ¢ : nN 

if he attained retirement age in 
the first half of 1961. 

Older workers who did not meet 
the old requirement may now qual- 
ify for benefits. However, no one 
a i can qualify for benefits with less 
Built-in off pump ‘ “ f | than a year-and-a-half of work un- 
for pressure lu- . as der social security. Also, survivors 
bricating all : 
bearings in | of workers who died after June 
crankcase area. ee 1954 and were not eligible for 

| benefits because the deceased had 
not worked long enough under so- 
cial security may now be eligible 
for benefits. 

There were many other changes 
as a result of the 1960 amend- 
ments. Your nearest social security 
office will answer any question you 
may have concerning these changes 


Available in 2 Sizes—Model 290 and New Larger 490 or supply you with informational 
pamphlets regarding these changes. 


Crosshead guide. 








290 RATINGS 490 Empl R ti 
mployer Reporting 
Max. Displacement (cfm) 16 on THE EMPLOYER CAN HELP HIM- 


Max. Differential Pressure (psig) | 265 265 SELF a great deal when he prepares 


Form 941 (Employer Quarterly 

THERE'S A CORKEN DISTRIBUTOR NEAR YOU— —_—_ Federal Tax Return) by reporting 

' — — completely and accurately. Incor- 

rect reporting is the biggest single 

; PHONE CE 5-5517 problem the Social Security offices 

co R 4 E N Ss P.O. BOX 1062 have in the handling of this phase 
INCORPORATED fo). 40-\-10),,)- Wah e ame) 40. of the work. 

Many times, for example, em- 

ployees do not have their card 
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Shell stores millions of gallons of Propane 
in five enormous man-made caverns to promise you 
ready gas delivery all year round 


Chopped and blasted from solid 
rock, Shell’s Wood River, Illinois 
gas cavern holds 10 million gal- 
lons of Propane. 

In the Southwest, three subter- 
ranean salt domes hold another 
32 million gallons. All told, Shell 
has five such underground reser- 
voirs—linked with a network of 
Propane producing plants. 

This is how Shell assures its 
distributors an adequate supply 
even in busiest months—and helps 
them develop more profitable 
business. 


N ASSURED source of supply is an 
i ie sBaiitiais “must” for any LP-Gas 
distributor who wants to make money. 


That's why Shell backs up its dis- 
tributors with one of the most care- 
fully planned supply networks in 
the business. 
Four facts give some idea of its scope 
—and significance to you. 


Four important facts 
(1) Shell draws Propane gas from a 


network of over 20 producing plants. 


(2) Shell holds millions of gallons of 
Propane in reserve. Stored in mam- 
moth, man-made caverns. These cav- 
erns, five in all, are strategically located 
to serve the areas where Shell Propane 
is sold. 

(3) Shell has thousands of producing 
wells to draw from. Propane comes 
from petroleum and natural gas. And 
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Shell’s underground petroleum re- 
serves are conservatively estimated in 
the millions of barrels. 

(4) Through integrated pipelines, 
tank cars and transports, Shell can meet 
its distributors’ needs anywhere in 
the U.S. or Canada. Shell distributors 


don’t suffer from “shortage headaches:’ 


Call your 
Shell Representative 


These four facts help provide a solid 
framework for distributor profit. They 
show why Shell distributors stay with 
Shell —and why so many others are 
switching to Shell. One of our repre- 


sentatives will be glad to talk with 
you. Contact the nearest Shell office, 
or write: Shell Oil Company, 50 West 
50th Street, New York 20, New York. 
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A BULLETIN FROM SHELL 


—where 1,997 scientists are working to 
provide better products for industry. 
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“The Loadmaster" LPG Truck Tank 


PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one 





BULK PLANTS Pasley LPG and 
Ammonia type installations — a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. ’ 





Also a complete line of accessory 
equipment. 











COLOR—The Modern Trend! 


"Pastels By Pasley™ ing you UG Equipment wp to 
colors . . . (write for 


Blush Peach Smoky Grey 
Sunshine Yellow Seafoam Blue 


Mustard Lime Wedgewood Green 
Eureka Orchid Rose Beige 
Lake Blue Desert Rose 


EMERY Hic iN UPC” ANBYANHYBROUS AMMONIAR 
The Pasley Mfg. & Dist. Co. 


899 EAST FIRST, KANSAS CITY, MO. TEL. Victor 2-2369 
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handy when they are hired, so give 
the number from memory. Often 
their memories are faulty. If the 
number is incorrect, the field office 
is obliged to go back to the em- 
ployer to straighten the matter out. 

Oftentimes, the employee will 
have been only a temporary one. 
By the time the inaccuracy becomes 
evident, he is already gone. 

If the number is not available, 
the employer should show data 
from a temporary receipt which 
can be issued by the social security 
office where the employee files for 
a duplicate social security card. If 
either of these is unavailable, then 
he is required to attach to his tax 
return a Form SS-5 (Application 
for Social Security Account Num- 
ber) prepared by the employee, or 
a statement containing the infor- 
mation asked for on the Form 
SS-5. If the employee is not avail- 
able, the employer is required to 
fill out, sign and attach to his re- 
turn a Form SS-5 and give an ex- 
planation as to why a Form SS-5 
or statement signed by the em- 
ployee was not secured. 

As can easily be determined from 
the above, it is much easier to re- 
quire that the employee show his 
actual social security account num- 
ber card when he starts to work 
or have him file for a duplicate 
card immediately and obtain a re- 
ceipt from the social security office 
for the files. This not only elimi- 
nates needless recontacts by the 
field office, but also shows the em- 
ployer is conforming with the law. 
Any social security office will be 
glad to send an employer applica- 
tions for duplicate social security 
cards. 

Should an employer make an er- 
ror when reporting an employee’s 
social security number or name, he 
will receive a request from the Di- 
vision of Accounting Operations, 
Baltimore, for the correct informa- 
tion. A prompt reply to their re- 
quest will prevent a personal con- 
tact by someone from the social 
security office. 

The one thing the employer 
should keep in mind is that better 
wage reporting practices will en- 
able him to have a smoother and 
more economical operation. ew 


BUTANE-PROPANE News 





BURROUGHS ACCOUNTING MACHINES END ON-THE- 
ROAD PAPERWORK ... BOOST DRIVER STOPS 50% 


The seene: Liberty, New York—home office of the Happy Cooking Metered Gas Service, 
LPG distributor-dealer with nine branches throughout the Northeast. The jel: sales 
receipts and disbursements. The equipment: nine Burroughs Sensi- 
matic Accounting Machines, one in each branch. The results, according 
to Controller Claude Blumenstock: “Before we installed this equipment, 
our drivers did their own basic accounting on the road. Now it’s handled in 
the office where it belongs, with the result that our drivers are making 50% 
more stops. Each branch manager, as well as headquarters, now has an 
accurate total-sales figure at any time—plus an up-to-date and readily 
accesssible history record on each customer. We've achieved all this with 
no increase in personnel, and with the elimination of tight time schedules 


and long hours of overtime.” Burroughs and Sensimatie—TM’s 
Controller 
Claude Blumenstock 


Happy Cooking Metered Gas Service is one of many 
distributor-dealers helped to new accounting 


ciency by Burroughs office automation equip- Burroughs 
0 


ment r details, action—and results—call our 


nearby branch now. Or write Burroughs Corpora- Corporation 


tion, Detroit 32, Michigan. 


“NEW DIMENSIONS | in electronics and data processing systems” 
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Massey elected chairman 
of ASA Standards Council 


Harold Massey, managing direc- 
tor of Gas Appliance Manufac- 
turers Assn., has been elected 
chairman of the ASA Standards 
Council, E, O. Mattocks, director 
of technical services of American 


Petroleum Institute, was named 
vice chairman. The Council has the 
responsibility for guiding the vol- 
untary national standards program 
being conducted under the associa- 
tion’s procedures for standardiza- 
tion. 

Massey and Mattocks have been 
active for many years in standard- 





Step up delivery 
as much as 100%, 
with Viking’s NEW 
260U LP-Gas 


Truck pump 


VIKING’S new needle bearing-equipped LP-Gas truck 
pump can be operated at speeds up to 700 R. P. M. And it will 
deliver up to 80 G. P. M. at 50 P. S. |. Pump comes equipped 
with 214-inch ports and, when connected to sufficiently large 
inlet lines and fittings, this full rated capacity is assured. 

Yes, you can step up delivery schedules, saving time and 
money, with the Viking 260U LP-Gas pump. It will soon pay for 
itself, many times over, so act now! 


For complete information, send today for folder $P-527B8 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, It's ‘‘Roto-King’’ Pumps 
See Our Catalog Unit In Butane Propane Catalog 


eee 


MODEL KK 260U 





ization through the gas appliance 
and petroleum industries’ partici- 
pation in ASA. 


LPGA invites heads of 
major companies to show 


The Liquefied Petroleum Gas As- 
sociation has invited the chief 
executives of the major LPG- 
producing companies to attend the 
four-day meeting and trade show 
to be held April 30—May 3, at the 
Conrad Hilton Hotel, Chicago. 

The emphasis on producer execu- 
tives’ attendance is linked to 
LPGA’s 1961 theme, “Spotlight on 
Potential.” 

Highlights of the meeting in- 
clude Frank M. Porter, president 
of API, as keynote speaker and the 
president’s annual report, along 
with forums in five departments 
of LPG-marketing: general man- 
agement, plant operations, sales 
promotion, tax accounting, and 
loan building. These sessions at- 
tract LPG people whose daily 
duties bring them in touch with 
one or more of these specialties. 


Compressed Gas Association 
elects new officers 


At the recent 48th annual meet- 
ing of the Compressed Gas Associ- 
ation, held at the Waldorf-Astoria 
Hotel in New York, the following 
were elected to office: D. M. Horner, 
president of Harrisburg Steel and 
Taylor-Wharton Co. (divisions of 
Harsco Corp.), president; R. S. 
Passmore, manager of the ammonia 
division of Armour Industrial 
Chemical Co., vice president; and R. 
L. Swope, vice president of South- 
ern Oxygen Co., vice president. 
Franklin R. Fetherston was re- 
elected secretary - treasurer of the 
association. 


R. A. Carver elected 
president of Arkansas LPGA 


Officers of the Arkansas Lique- 
fied Petroleum Gas Association, re- 
cently elected, include: R. A. Car- 
ver of Mena, president; M. O. Ras- 
berry of Helena, vice president; 
Cy Carney, Jr. of Fayetteville, vice 
president; and Larry Linder of 
North Little Rock, secretary. 


Humble Oil head will act 
as PR chairman of NAM 


William Naden, executive vice 
president of the Humble Oil and 
Refining Co., Houston, will serve 
as chairman of the public relations 
advisory committee for the Na- 
tional Association of Manufac- 
turers. 
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DRAMALIC 


The fabulous GAS “400” 


MODERN STYLING COMBINES THE SMART 
APPROACH TO NEW COOKING CONVENIENCE 


Here’s a range that creates excitement wherever it’s 
seen! And it’s so practical for modern cooking 
requirements because everything is where it should 
be. Four Sizzle "N Simmer burners, exclusive with 
Tappan, one Set ’N Forget thermostatically con- 
trolled burner and handy cutting board slide out of 
the way when not in use. Visualite chrome-lined 
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oven and accompanying broiler are at reach-in, see- 
in height. All controls are at eye-level away from 
harm’s reach. All of this plus automatic cooking- 
oven, roast control, convenience outlet and Set 
’N Forget. Easily installed at the proper height for 
the homemaker. Available soon for LP gas. 


TAPPAN 








TAKES 
SPACE 
ONLY 
A LITTLE 
LARGER 
THAN 
THIS 
WiPver.v 41) 13 





The Neptune LP-gas truck meter is the only meter with all accessories built-in so 
compactly . . . a complete, accurate system that requires only three connections 
to install, takes space a little larger than this magazine. 

In one assembly you get the most reliable meter built, vapor release, strainer, 
pressure relief valve, inlet check valve, differential valve, and vent line check 
valve. Plus a ticket-printer. All units are designed to work together as one inte- 
grated and compact package. Always easy on your pumps. 

Most important, all elements are designed, built, assembled, and calibrated 
as one unit by Neptune. 

Add to this Neptune’s fine reputation for sustained accuracy and low main- 
tenance, and you have the LP-gas man’s most sought-after business friend. 

All sizes. Backed by nation-wide network of Neptune-operated service centers. 
Your Neptune jobber or tank truck builder will be glad to supply details. 


NEPTUNE METER COMPANY 


47-25 34th St., Long Island City 1, N. Y. LIQUID METER DIVISION 
Branches and Jobbers in Ali Principal Cities 
in Canada: Neptune Meters, Ltd., Toronto, Ontario 








Carbon monoxide is the most fearsome 
ingredient of indoor air pollution. Here's 
proof that LPG exh 
free of this dangerous pollutant. 
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A BPN Exclusive 


WE GENERALLY THINK OF AIR 
POLLUTION as a problem peculiar to 
the outdoors. But it’s just as 
serious indoors, as people who work 
in warehouses and other enclosed 
spaces will tell you. 

The same products of combus- 
tion are present inside as out. You 
won’t get the same type of “smog” 
as you will outside, since there is 
no sunlight present to bring about 
the needed photo-chemical reaction. 
But you will find the same effect 
that temperature inversion gives 
you—that is, you have a roof over 
the atmosphere to keep it from 
rising, and there is insufficient air 
movement to provide the optimum 
in ventilation. 

Indoors, the products of combus- 
tion are just as irritating, if not 
more so; and they are much more 
dangerous. 

It is indoors that LPG has proved 
itself most valuable in curbing air 
pollution to a point where it is 
neither discomforting or danger- 
ous. 

Indoors, as out, gasoline engines 
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Indoors as well as out,* LPG burns clean 


The “inside story” on 


air pollution 


give off a full range of products of 
incomplete combustion. The ex- 
haust gases of which we spoke last 
month are as surely present in- 
doors as out. Some attack the eyes 
and nose. Though they don’t turn 
to “smog,” they can tinge the air 
and cause extreme unpleasantness. 
And, worst of all, they may con- 
tain a fairly high concentration of 
the deadly killer, carbon monoxide. 

CO is given off by the incomplete 
combustion of anything containing 
carbon—coal, petroleum products, 
natural gas, charcoal, etc.’ Even 
LPG. But as with any poison, it 
is the concentration that counts. 
And this concentration depends di- 
rectly upon how completely—or in- 
completely—the substance burns. 

LPG, as is well known, burns 
clean. It requires no hot spots in 
the manifold for vaporization; it 
enters the combustion chamber dry, 
completely vaporized. Combustion 
is virtually complete. Carbon resi- 
dues do not build up in the com- 
bustion chamber. Propane does not 
wash down the cylinder walls as 
gasoline does. 

This washing action hastens en- 
gine wear. The unburned residue 


of gasoline is composed of the 
heavier ends, in the kerosene range. 
They dilute the oil in the crank- 
case, sometimes by as much as 10 
to 14 per cent within a single 
month’s operation. The oil then 
acts as an abrasive rather than a 
lubricant. 

As an engine wears, the produc- 
tion of unburned products in- 
creases. Therefore, the greater the 
age of a gasoline engine, the 
greater the output of unburned 
products. 

With LPG, the increase over the 
life of the engine is minimized be- 
cause of negligible engine wear. 

Millions of miles of operation, 
thousands of hours of service on 
LPG-fueled engines have substan- 
tiated this fact of clean burning. 
The story of the superiority of 
LPG over gasoline on this score 
has been told many times,’ and 
need not be repeated here. 

However, the evidence on engine 
wear, overwhelming as it is, does 
not in itself completely prove that 
what comes out of an LPG-engine 


 * See “How LPG Fights Air Pollution,” 
February BPN. 





Air pollution 


exhaust is less deadly than what 
comes out of a gasoline-engine ex- 
haust. We must look for documen- 
tation of this claim to back up our 
story. 

It can be found. One source 
shows evidence that a well-tuned 
gasoline engine emits up to 15 
times as much carbon monoxide as 
a similarly well-tuned LPG engine. 
Tests made by the Environmental 
Research Laboratory of the Uni- 
versity of Washington showed 
that, in the Laboratory’s own 
words, “There is no doubt that a 
properly adjusted propane-powered 
engine emits much less CO than a 
gasoline engine in good condition. 

“Tests show that a_ well-tuned 
propane engine discharges less 
(italics ours) than 0.1 per cent 
(less than 1000 ppm) of CO, while 
a well-tuned gasoline engine will 
run 1.5 per cent (15,000 ppm) 
under the same conditions. The 
average (italics ours) value for 
CO discharge from gasoline en- 
gines varies from 5 to 9 per cent, 
and this represents the typical 
values rather than the exceptions.” 

The Michigan Department of 
Health also reports on some tests, 
made in 1957. A Buda fork lift, 
factory-equipped with propane, 
gave off 0.3 per cent (3000 ppm) 
both at idle and under load. The 
best gasoline performer registered 
1.8 per cent at idle and 0.3 per 
cent under load. Other lifts op- 
erating on gasoline gave off as 
much as 2.7 per cent at idle and 
3.0 under load. 


Another pollutant, as we men- 
tioned last month, is NO, (nitrous 
oxide). Here again, in measuring 
discharge of the two fuels’ ex- 
hausts, propane came out the win- 
ner. One converted machine pro- 
duced 11.0 ppm, while two gasoline 
engines gave off 46.0 ppm, another 
31.0, and a fourth 11.0. 

It is interesting to note the 
rather wide discrepancies in CO 
production between factory-equip- 
ped LPG trucks and converted jobs. 
The condition of the vehicles be- 
fore conversion is not described. 
Might this have had a bearing on 
results? 

Nearly five 
Motor Co., 


years ago, Ford 
which had virtually 
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standardized on LPG for its fork 
lifts (except in a few locations 
where either it was uneconomic or 
not feasible to use), released re- 
sults of laboratory and field tests. 
Burrell tests showed the CO con- 
tent of propane exhaust gases was 
“at least” 50 per cent lower than 
with gasoline. Quoting from an 
article in “Flow” magazine, May 
1956: 

“The content ran from 0.0 to 2.0 
per cent when propane was used 
throughout the operating range of 
1400 to 1800 rpm, and from no 
load to full load. At Ford, the 
normal for gasoline engines is 
about 3 per cent. Minor malfunc- 
tions such as defective choke, float, 
dirty jets or air passages were 
found to increase this percentage 
to 10-15 per cent.” 

Anticipating those skeptics who 
might scoff at 5-year-old tests, and 
question whether propane-powered 
vehicles would be able to maintain 
such performance standards, we 
asked Ford officials how they feel 
about LPG today. Replied J. C. 
Radcliffe, supervisor of the indus- 
trial safety section of the employee 
programs department: 

“The Ford program has not been 
modified to any large degree. . . 
Carbon monoxide is not a problem 
when propane fork lifts are used.” 

Parenthetically, Ford, like others, 
has found that reduction in CO 
emissions is only one facet of the 
indoor air pollution problem. Said 
the “Flow” article: 

“With the operation of LPG- 
powered trucks, no visible smoke 
is emitted from the tailpipe. Half 
the battle with complaints on 
engine-powered trucks, Ford ma- 
terials handling men believe, is 
caused by people seeing smoke 
come out of the tailpipe. They im- 
mediately think it is harmful, 
whereas the actual carbon monox- 
ide content may be negligible.” 

Thus it can be seen that, as with 
air pollution outdoors, the problem 
is not simply the production of one 
single pollutant. Carbon monoxide 
is the dangerous pollutant; but 
smokes and nauseating smells also 
constitute a problem. The fact that 
what offends the nose and attacks 
the eye is also a pollutant is es- 
tablished once again. In other 
words, at Ford, the reduction of 
CO alone is not enough. With pro- 


pane, the company has also been 
able to reduce the obvious and 
visible pollutants, making their 
warehouses pleasanter and more 
healthful places to work. Employee 
relations have improved accord- 
ingly. 

Considering once again the No. 1 
problem, carbon monoxide emis- 
sions: In our research, we at- 
tempted to get evidence from cur- 
rent, or at least running, tests on 
production of the gas from pro- 
pane fork lift trucks. Such evi- 
dence is hard to find, simply 
because LPG has proved so satis- 
factory. Ford, for example, discon- 
tinued testing after a period of 
five years because it had become 
pointless. 

Ford was using the “color- 
imetric” test, which employs a 
device manufactured by Mine 
Safety Appliances Co. It consists 
of a bulb and a replaceable clear 
glass indicator tube, suitably 
mounted in a holder. The tube con- 
tains a yellow silica gel, impreg- 
nated with a complex silico-molyb- 
date compound and catalyzed by 
means of palladium sulfate. 

In use, the sealed ends of the 
tube are snapped off and it is 
placed in the tube holder. The as- 
sembly is then exposed in the at- 
mosphere while the engine is run- 
ning, and a sample of the exhaust 
gases is drawn into the tube. 

The presence of carbon monoxide 
in the tube will discolor the yellow 
gel, turning it green. The more CO, 
the darker the shade of green. The 
shade is compared with a color 
scale built into the holder. 

The test is extremely sensitive. 
A concentration of only .001 per 
cent (100 ppm) will discolor the 
silica gel. 

Rees Williams, safety engineer at 
the Ford-Mercury assembly plant 
in Los Angeles, conducted the tests 
in an enclosed box car, with only 
one door open. Since there was no 
draft, any pollutants discharged 
into the air would tend to remain 
there. As to results of the tests, he 
says: 

“In all the tests we ran over 
about a five-year period, we had 
only one or two cases where there 
was any evidence of CO in fork 
lifts fueled with propane. And 
these did not exceed .02 per cent 
(200 ppm).” 
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Bendix announces W () 


REAT NEW COMPONENTS FOR 
ZENITH LP FUEL SYSTEMS 


ZENITH 
PRESSURE 
CARBURETOR 


Greater safety and efficiency in fuel control are 
built into this new Zenith® LP carburetor. In its 
development, our engineers drew upon their wide 
experience in other fields of carburetion—particu- 
larly aircraft pressure carburetion, where Bendix 
patents exist. The new LP models offer many 
advanced features: Both fuel economizer and 
final regulator are built in. The carburetors are 
fully balanced, can have fixed or adjustable fuel 
metering, and are simple to service. Two sizes 
available: 1” S.A.E. (Model PC 1-8) and 11” 
S.A.E. (Model PC 1-10). 


ZENITH HOSE LINE 
UNIVERSAL VAPORIZER 


As the high-performance companion to the new 
pressure carburetor, we have designed a new hose 
line vaporizer. It mounts in any position in upper 
or lower radiator hose. For additional capacity 
on large engines, vaporizers can be mounted in 
both hoses. The unit, including the head, is cast 
from aluminum for light weight. The casting 
includes a pad for bracket or brace support in 


ZENITH SUPPLIES MORE LP GAS CARBUPETORS FOR ORIG- 


mounting. 
INAL EQUIPMENT THAN ANY OTHER MANUFACTURER. 


a 








Write for information on Zenith’s LP Gas Carburetor School 


by ee 


Zenith Carburetor Division 


696 HART AVENUE, DETROIT 14, MICHIGAN 
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for long wear 
low: vibration 
fast 


pick-up 


JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 
5 Vanasil or 
Aluminum 
Pistons—jump 
power output 
" as much as 
25%, 


MINNEAPOLIS- 
MOLINE 

“U" Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 








LP conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept /ow... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
Jonn Deere A, B, D, G 
Ir ternational H, M, W-9 
Allis-Chaliners W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
—also International and Chevrolet trucks. 


WRITE for literature and prices. 
JOHNSON 


MACHINE SHOP 


DEPT. B-40 PONTIAC, ILL. 
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Air pollution 


In its literature, MSA states 
that headaches, dullness, physical 
loginess start at a concentration of 
.02 per cent. Thus, even the CO 
production of the poorest per- 
formers in the Ford test would 
have produced no effects on humans 
who were exposed. 

The Ford tests were conducted 
under severe conditions. Ordina- 
rily, even an enclosed plant would 
not have the almost total lack of 
ventilation characteristic of a box- 
car. Eurthermore, a concentration 
of .02 per cent will not have any 
effect upon humans unless they are 
constantly exposed to it for an 
hour-and-a-half, The in-and-out 
movement of the fork lifts would 
preclude this. 

Williams, incidentally, instigated 
the changeover to LPG at Ford 
plants, which is now nationwide. 
At the time (1953), he was em- 
ployed at the Long Beach, Calif. 
plant. As a means of expediting 
handling of cargo, the company had 
adopted palletizing of loads. With 
this system, fork lifts would pick 
up parts-laden pallets and trans- 
port them as a unit right into (or 
out of) boxcars. This was the first 
time fork lifts had been required 
to operate into the cars, and he 
was concerned about the produc- 
tion of CO. 

Ultimately, following some trial 
runs, all fork lifts (with the few 
exceptions previously mentioned) 
were converted. Every piece of new 
equipment is now propane-equip- 
ped. 

Another LPG booster is Ed 
Windsor, safety engineer at Lever 
Brothers Co., Los Angeles. This 
Lever facility now has 15 units on 
propane, none on gasoline. 

Lever Brothers became inter- 
ested in propane when it learned 
of the experiences of Certified 
Grocers of California, a neighbor- 
ing concern. Certified switched to 
LPG in the early ’50s to cure a 
serious air polution problem. An in- 
vestigation of Certified’s excep- 
tional results by Windsor and other 
company officials led to the decision 
to convert their own units. 

MSA colorimetric tests were 
conducted on both the gasoline and 
the converted models. Gasoline 
exhausts measured as high as 1000 


ppm (0.1 per cent). Converted to 
propane, they registered between 
200 and 300 ppm (0.02 to 0.03 per 
cent). 

Since then, as old pieces of equip- 
ment have been retired, they have 
been replaced with new propane 
units. Tests with these machines 
have yielded readings of less than 
100 ppm (0.01 per cent). 

These case histories are typical, 
not exceptional. What distinguished 
them enough to make them worth 
singling out is that in each one, 
tests were made to determine CO 
production. All gave LPG an ex- 
ceptionally good rating. They stand 
as proof, we think, that propane 
not only does not produce visible 
exhausts, which offend the eye, or 
malodorous exhausts, which at- 
tack the nose and bring on nausea; 
it does not produce carbon monox- 
ide in measurable amounts. 

No other combustion fuel can 
make all these claims. & 


Water heaters 





(Continued from page 55) 


nation’s after-taxes income 
will also rise this year. 

¢ Gas water heaters are getting 

better and better. Far from 
talking about discontinuing 
water heaters — as are their 
electric counterparts — some 
gas appliance manufacturers 
are going all out to make their 
products even better. 

As an example, take Bryant Man- 
ufacturing Co., which completed a 
$714 million water heater plant in 
1959. As this is being written, 
Bryant is introducing a new line of 
heaters via a color and sound movie 
strip (to the trade) and new dis- 
plays, newspaper ads, and radio 
and television commercials (to the 
public). Bryant confidently feels 
this line will usher in “a new era 
in the water heater business.” In 
this era, profits would be up be- 
cause tank failures and field service 
will be drastically down. New tank 
design features, new production op- 
erations, and a new glass formula 
are all expected to contribute to 
this millenium. 
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You are in partial control of the 
water heater market in your mar- 
keting area. You can increase that 
control by increasing your mer- 
chandising efforts. Contact your 
manufacturer to see what promo- 
tional material is available. Get it 
and use it. 

There is no better time to act 
than right now. February has been 
AGA’s merchandising month for 
water heaters. For the past 28 
days, the association has focused 
its promotional efforts on one appli- 
ance—the water heater. The na- 
tion, including your market area, 
has been softening up, pre-condi- 
tioned for you. Take advantage of 
that fact and of the AGA promo- 
tional material the kilowatters ad- 
mit is better than theirs! The 
AGA has water heater displays, ad 
mats, and bill boards. Get some of 
this material working for you and 
close in on your water heater pros- 
pects. Hit the kilowatters while 
they’re on the run! a 


Clothes dryers 





(Continued from page 52) 


legitimate design improvements 
and additions can be made with 
sufficient frequency to out-date 
older machines long before they 
are worn out—and without relying 
on the styling changes of “dynamic 
obsolescence.” 
¢ Gas dryers, perhaps more than 
any other gas appliance, fit into 
the “let’s-live-better” image Amer- 
ican advertising has worked so 
hard to create in recent years. No 
other gas appliance can bring 
about such a dramatic change in 
a housewife’s life—taking her 
away from back-breaking hours 
in the cold, windy back yard or the 
cold, damp basement. 
Undeniably, the end of the year 
is the big dryer-selling season. 
Yet, the AGA just completed its 
big dryer push; January was dryer 
merchandising month. So, the na- 
tion’s housewives (and husbands) 
have recently heard a lot about 
dryers. And they still have the 
chill March winds to face—hanging 
clothes in the back yard. Why not 
get going on dryers now? You'll 
be ready for that year-end push 
with a lot of dryer sales already 
on your sales chart. # 
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A.H. SEEBOLD REPORTS... 


“INCREASE DELIVERY RATE 20% 


WITH CENTURY LP-GAS CARBURETION” 


BLAW -KNOX M55 
SIX YARD MIXER 


A. H. SEEBOLD, PRESIDENT—A. H. SEEBOLD 


TRUCK SERVICE & EXCAVATING COMPANY 
GRANITE CITY, ILLINOIS REPORTS... 


“since May of 1959. we have purchased four Blaw-Knox M55 six-yard mixers 
with Century LP-Gas Carburetion installations as factory equipment. 


Every phase of our operation has improved. The tremendous difference in 
maintenance requirements is summed up by the fact that each month our four 
more cubic yards of concrete 
than comparable gasoline operated vehicles. This is due to the fact that our 


LP-gas mixers have consistently delivered 20° 


. 
LP. gas vehicles are not tied up in the maintenance garage. Plugs last longer, 
less frequent oil changes, no major breakdowns and our drivers report extremely 
smooth operation especially on the mixer engines. 


We have a complete conversion and original equipment purchase plan that will 
eventually make us a complete Century LP-Gas operation.” 


SEND FOR THE CENTURY “FACT PAC” GIVES 
MORE DETAILS... OTHER CASE HISTORIES. 
Insist on complete Century LP-Gas carburetion systems 
for top performance. 
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REPAIR YOUR OLD NOZZLE 
Parts and adaptors are in stock 
For information ask 


PARKHILL-WADE 


475 Huntington Drive, Sen Merino, Calif. 





For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 87, 88. 


New Products and 
Free Literature 


New manifold type tanks 
available for 1961 autos 
Circle 1 on Readers’ Service Card 


A 24-gal 10-in. diameter manifold 
tank has been designed to be mount- 
ed on the shelf of the 1961 Chevro- 
let trunk. An alternate type is a 
standard 26-gal tank with brackets, 
which mounts in the floor recess. A 
complete list of the tanks is avail- 
able upon request (GEC 100). Man- 
chester Tank & Equipment Co. 
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Pipe fitting is made 
for small diameter sizes 
Circle 2 on Readers’ Service Card 


A new type of tube and pipe fit- 
ting for small diameter sizes from 
lg to 1 in. has been developed. This 
all-metal fitting assures dependable 
sealing without leakage on applica- 
tion with temperatures ranging 
from a minus 450° F to a plus 
1500° F and pressures up to 16,000 
psig. (GEC 370). Aeroquip Corp. 
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Horsepower reduced with 
dual blower system 
Circle 3 on Readers’ Service Card 


New dual blower system for unit 
heaters and modular duct systems 
is powered by a single 4%2-hp motor, 
with the blowers mounted on com- 
mon drive shaft. Horsepower re- 
quirement is reduced, and single 
drive shaft assures even inlet air 
flow, improving efficiency (GEC 
050). Reznor Manufacturing Co. 


Welding torch can be used 
for thermoplastic materials 
Circle 4 on Readers’ Service Card 


A new welding torch, developed 
for thermoplastic materials, poly- 
vinylcloride, etc., (GEC 780) works 
with exhaust gases of the burner 
itself. No additional supply of com- 
pressed air is needed. Working 
pressure is a minimum of 14 psi 
and consumption is 2% lbs of pro- 
pane for 40 hr work. Rexo-Therm 
Ine. 


Spill-proof gas range grate 
has been engineered 
Circle 5 on Readers’ Service Card 


A new spill-proof gas range grate 
(GEC 240) has been engineered to 
protect the top of the burner. In 
addition, the flash tubes are pro- 
tected from spill-overs, and will 
even continue to light under ex- 
treme conditions. The grate is made 
of cast iron with two coats of fin- 
ished porcelain. Hardwick Stove. 


Desk-top radio designed 
for easy installation 
Circle 6 on Readers’ Service Card 


The new table-top two-way radio 
has been designed for easy installa- 
tion on a desk without taking up 
valuable space. The new unit (GEC 
140) weighs under 40 Ibs, is 15 in. 
long, 18 in. wide and less than 9 in. 
high. The radio is constructed for 
operation in the 25-54 mc frequency 
band. Motorola Inc. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
. ‘ about items that interest you, circle the corresponding 
¢ aah by UMNIVAC .” number on the Readers’ Service Card, then PRINT 
“ ; your name, title, company and address PLAINLY and 
drop the card in the mails. No postage is needed. 


Your inquiries"” *. @ 


electronically processed 


for high speed” 


Service to you 





°°. FIRST CLASS 
PERMIT NO. 36 
Philadelphia, Pa. 











BUSINESS REPLY MAIL 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


USE THESE ! BUTANE- PROPANE ‘ere 
POSTAGE FREE ee Readers’ Service Dept. 


POST CARDS c/o UNIVERSITY OF PENNSYLVANIA 
THE COMPUTER CENTER 
P.O. BOX 8211 
PHILADELPHIA |, PENNSYLVANIA 
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about New Products in this issue... 
or to get the Trade Literature offered 
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Water-heater pilot is 
combination of two systems 


~ 


Circle 7 on Readers’ Service Card 

A new pilot for water heaters 
combines the features of inciner- 
ator and target-type pilots. The 
“CinTarg” (GEC 190) provides su- 
perior flame stability and non-lint- 
ing characteristics. It has no shut- 
ters, lint screens, or supplementary 
shields which require assembly or 
adjustment. Robertshaw-Fulton 
Controls Co. 


Burner melts chocolate, 
will not burn paper 

Circle 8 on Readers’ Service Card 

The new “obedient burner,” 
available on Universal gas ranges, 
melts chocolate in wax paper with- 
out burning the paper. The throat 
of the burner (GEC 240) is porce- 
lain-covered steel and the burner 
head is a one-piece iron casting. 
This construction automatically po- 
sitions the burner for correct igni- 
tion from the pilot. Waste King. 


Hydronic system provides 
heater with smaller boilers 
Circle 9 on Readers’ Service Card 

Heat and domestic hot water with 
much smaller boilers are now pos- 
sible with a new hydronic system 
(GEC 860) which houses the coil 
in the expansion tank. Domestic hot 
water is assured with input ratings 
of 50,000 Btu per hr as opposed to 
125,000 ratings required by boilers 
with conventional built-in coils. Hy- 
drotherm, Inc. 
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Series of 3600 RPM units 
available in two outputs 
Cirele 10 on Readers’ Service Card 
Mode! 205AJ-1R30 and 205AJ- 
3R30 providing 2500 watts, to be 
used in a new standby electric gen- 
erating plant, are both gas driven. 
The single-cylinder, 4-cycle, air- 
cooled engine is directly connected 
to the 2500 watt (GEC 340). Ex- 
tremely compact, this smooth run- 
ning plant contains the usual ex- 
tras. ONAN Division of Stude- 
baker-Packard Corp. 


Gas water heaters have 
silent gas burners 
Cirele 11 on Readers’ Service Card 
A complete new line of gas water 
heaters contains a new silent gas 
burner (GEC860). The burner is 
also more efficient, strongly con- 
structed, and securely mounted. It 
can easily and quickly be converted 
to use either natural or LPG. 
Republic-Transcon Industries, Inc. 


Heating unit used for 
pig brooding systems 
Circle 12 on Readers’ Service Card 
An infra-red gas-fired heating 
unit is used in pig brooding systems 
and for general utility farm use. 
It is claimed that the unit (GEC 
001) operates at about one-fourth 
the cost of electric heat lamps and 
half that of conventional gas warm- 
ers. Nutrena Feeds. 


2-speed “Dualheet” wall 
furnace is produced 


Circle 13 on Readers’ Service Card 


A new 60,000 Btu recessed-type 
wall furnace is now being produced. 
The furnace (GEC 420) contains a 
“dualheet” control system permit- 
ting low speed blower and burner 
operation for normal heating re- 
quirements and a high speed ad- 
justment for full capacity. The 
Payne Company. 


Venting components for 
dryers are now available 
Circle 14 on Readers’ Service Card 

Flex-Vent parts for venting 
clothes dryers are now available. 
These include flameproof flexible 
tubing and weatherproof all-alumi- 
num ducting, all-aluminum vent 
hoods with no-freeze damper, 
transparent plastic window plates, 
aluminum window plates and ad- 
justable window plates for tempo- 
rary installations (GEC 840). Flex- 
ible Tubing Corp. 


Incinerators incorporate 
fire-brick material 


Cirele 15 on Readers’ Service Card 


A new line of automatic gas dis- 
posers has been announced. The 
new line (GEC 440) consists of 
three models, all incorporating new 
ceramic lining in the secondary 
combustion chamber. The fire-brick 
material has proven extremely effi- 
cient. Finishes are in coppertone, 
metallic blue and white silicone 
baked enamel. Calcinator Corp. 
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G ? MV SMITH EC - 1 
4 (10 GPM with vapor line) 


at /5 p.s.l. differential pressure 


(twice the delivery rate of competitive pumps of this size) 


Over-all length 20” 
Height and width 7” 
Weight complete 85 Ibs. 


Here is a unit with: 
Low cost 
Fastest filling rate 
Built-in-features 
for easy installation 
Rugged construction — 
Underwriters approval 


Fills small tanks as fast as any larger pump. 


Has: 
Built-in strainer 
Built-in 2-way bypass valve 
3/4, HP Continuous-duty motor with 
Switch, Conduit Box, 
Thermal overload protection 


Save on FIRST COST, INSTALLATION COST, FASTER FILLING 


OTHER SMALL MODELS: 


E C -H for slightly higher delivery rate— 15 GPM 
Has same features as the E C -1 
E G -1 even lower cost than the E C -1, for use 
in intermittent-duty service. 


MUrray 2-2293 and MUrray 2-2691 


MITH 


PRECISION PRODUCTS COMPANY 


1135S MISSION STREET, SOUTH PASADENA, CALIFORNIA 


Q! 


Southeastern Distributor: Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fla.; 
Western States Distributor: Teece Products, Inc., 3920 West Burbank Blvd., Burbank, California. 





Keep Up with L P. gas 
Developments Each Month BUTANE: E 
by subscribing to 
198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


(0 Check herewith (Ct yeer $2.00 0 2 years $3.00 
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Refrigerators for travel 
trailers are introduced 
Circle 16 on Readers’ Service Card 


An all new line of refrigerators 
for travel trailers has been con- 
structed with spacious facilities. 
The entire box is being made of 
corrosion resistant aluminum pan- 
els sandwiching foam plastic be- 
tween the internal and external 
walls. (GEC 690). This develop- 
ment prevents a minimum of in- 
sulation because of the high in- 
tegrity of the foam plastic. Norcold 
Inc. 


Single unit heating- 
cooling system developed 
Circle 17 on Readers’ Service Card 


A new packaged hot water sys- 
tem for apartment houses and 
motels saves 30 per cent space, 65 
per cent of pool heater costs. It 
also eliminates excessive piping and 
venting by furnishing hot water 
for domestic use, hot water for 
hydronics central heating, and pool 
water heating. The system is en- 
gineered for any size apartment 
house and motel. It is supplied with 
a full range of boilers up to 2,400,- 
000 Btu and with hot water storage 
tanks ranging from 120 to 10,000 
gal. 

Only one vent, gas line, and 
water main are needed for installa- 
tion (GEC 860). The system em- 
ploys an indirect heating principle. 
Domestic water supply and pool 
water to be heated are not run 
through the boiler; because when 
raw water from city mains is 
heated in the boiler coils, it drops 
part of its lime content, which is 
deposited on the walls of the boiler 
coils. 

With this system, lime deposit 
in the boiler coils is avoided. The 
raw water from city main flows 
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Arkla-Humphrey Multi-Directional unit heaters are accepting congratula- 
tions now. At long last, industry's toughest heating problems have been 
solved by the Multi-Directional ! 


Tests show a 15.38% fuel saving with only a 3° temperature differential 
from floor to 18’ ceiling! Smoke photo above shows you why. The Multi- 
Directional is the first and only unit heater to discharge heat straight 
down, out in front, or from either side, or any combination of these three! 
Pulling the heat from the ceiling with top mounted fans eliminate over- 
heated ceilings, too. 
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Write for complete information. 


MANUFACTURED BY p:¥-]'4m@:\ AIR CONDITIONING CORPORATION 


GENERAL OFFICES SHANNON BUILDING LITTLE ROCK ARKANSAS 
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NOT 
ALL 
BLACKMER 
PUMPS 
ARE 
PERFECT 


Just the ones you buy! 


* Now and then we build 
a lemon... but you'll 

never see it! Reason... 

the Underwriters’ Seal of 

Approval isn’t good 

enough for us, They 

only ask for spot checks, 

but we test every 

Blackmer pump before 

it leaves the plant. What’s 

more, we make the tests tougher. Where Underwriters 

specify water pressure tests at 375 psi, Blackmer runs them at 
1250 psi. In the gas pressure test, Underwriters say 250 psi, 
but Blackmer tests your pump at 300 psi. Yes, we build 

some bad ones, but the man on the test rack gets the 
headache . . . not you. In LPG pumps, your safest 

bet is Blackmer. Write for Bulletin 500. 


‘liquid materials handling’©& equipment 
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2 / liquefied gas pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


Find your Blackmer Man under “Pumps” in the Yellow Pages 














Restore your cash & carry cylinders to regular service 


Convert your cash & carry and self-service cylinders of lim- 
ited application to profitable everyday service. Gorretson 
adapters do this at a fraction of the cost of new cylinders. 


This malleable iron adapter with neoprene gasket screws 
into the cylinder and insures a leak proof seal. A 
NPT female thread takes a standard bottle cap. Outside 
male thread takes standard bottle cap 


Order the 20-Al adapter for "Self Service’’ type 20-A2 
for “Cosh & Corry" with the welded protective collor 
Both adapters priced at $1.95 each. Complete with 3103CO 
Rego valve, $4.42 


For volume use include in your order a Williams 32428 
spanner wrench. Only $2.50. Extractor wrenches for re- 
moving fitting from bottle also available at $7.95. Start 
making profits and order today. Distributorships in some 
territories are open. Write for details 


Garretson Equip. Co., Inc., Box 111, Mt. Pleasant, lowa 








New products 





into a storage tank containing a 
copper-coil heat exchanger which 
is connected to the boiler. The 
water is then continually recircu- 
lated between the boiler and the 
copper-coil heat exchanger im- 
mersed in the storage tank, where 
it dissipates heat to the water in 
the tank. Raypak Co., Inc. 


New pulley system makes 
pig blanket more flexible 
Circle 18 on Readers’ Service Card 


A new pulley system has been 
designed to make the pig blanket 
more flexible and easier to handle. 
This system allows the blanket to 
be lowered automatically to a de- 
sired height. The pig blanket op- 
erates on LPG and assists the 
farmer with farrowing during the 
winter months (GEC 001). John- 
son Gas Appliance Co. 


New compressor for 
extra big jobs 
Circle 19 on Readers’ Service Card 
A new compressor for the ex- 
tra big jobs has over twice the 
capacity and transfers liquid 
and/or vapor in half the time 
required by previous models. 
The 490 series is designed with 
the compression cylinder sep- 
arated from the crankcase, to pre- 
vent crankcase oil from contam- 
inating the product (GEC 170). 
Corken’s, Inc. 
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PLAN 


can make 
more 

profit 

for YOU! — 


Dealer [A] and Dealer B have 800 customers each, 
but Dealer  B grosses $1730 more each year through leasing. 


Dealer  B | operates as an independent businessman. 


And you can too! 
Quarterly payment now makes leasing universally available 


... don't wait! 
Simple Cost Comparison Explains Leasing Advantage: 


Call your local Weatherhead representative 
for free analysis form 


or contact... 


another example of | EADERSHIP Prorir Gro WTH THE WEATHERHEAD WAY 
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AGA APPROVED 
Vent-@) %O -magic 


Sealed Heating 


* COMPLETELY 
AUTOMATIC 


¢ NO CHIMNEY 


Sells like magic, because 
it heats like magic. 
Slashes installation time 
—requires no ductwork. 
Completely sealed ex- 
changer; burnt gases 
cannot enter room. 













Here's Heating Magic 
for your customers to 
use On any outside wall 
up to 24 inches thick. 
Has automatic Thermo- 
stat, plus 100% Safety 
Shutoff i in case of gas 
failure ~ Beautifully fin- 
ished in lustrous baked 
enamel. 
AVAILABLE IN 10,000 TO 
35,000 BTU/HR INPUT RATINGS 
INCLUDING RECESSED AND 
TRAILER MODELS 


HERMETICALLY 
SEALED HEAT 
EXCHANGER 


FORCED AIR AVAILABLE FOR IMMEDIATE 
OR LATER ADDITION 





Write for Full Information and Prices 
@eeseeooeceaeeeee7e2eee 


€ 

e THE ~—,; + pea AND MANUFACTURING CO. 
D 

w ya = in * Steubenville, Ohio 

@ Rush me full information on Brilliant Fire 

° Vent-O-Magic Heaters. 

@ Nome 

© Compeny 

. A 

e ddress 

@ City . ° Stote 
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New products 








No duct system needed 
in heating-cooling line 
Circle 20 on Readers’ Service Card 
This air conditioning line (GEC 
020), designed for use with one- 
story buildings, features gas-fired 
heating and air-cooling in a variety 
of capacity combinations. It circu- 
lates the air through a short con- 
centric supply/return duct and ceil- 
ing diffuser, located directly be- 
neath the unit, thus saving inside 
space. Janitrol. 





LPG gauge for trailers 
appears on market 
21 on Readers’ Service Card 
An LPG tank for trailer and mo- 
bile home use can now be fitted with 
an LPG gauge. The gauge is claim- 
ed to be the only product of its 
kind in the trailer field. The gauge 
replaces the 10 per cent “bleeder 
valve” included for safety on other 
LPG tanks (GEC 540). Marsh Bu- 
tane Gauge. 


Circle 





New meter has capacity 
for small industrial loads 
Circle 22 on Readers’ Service Card 
The AL-425 meter has been de- 
signed with ample capacity for 
small industrial or commercial loads. 








It includes D-slide valve construc- 
tion and bellows-type, molded dura- 
mic diaphragms. The AL-425 has 
a rated capacity of 425 cfh at %- 
in. we differential with 0.64 sp gr 
(GEC 560). 


gas American Meter 


Co. 





Swirl-proof sump gives 

positive drainage 

Circle 23 on Readers’ Service Card 
“Safety - Liner” tank trucks 

(GEC 800) exceed ICC specifica- 

tions. Features include: recessed 

valves, flexible hose, and a swirl- 

proof sump for sure drainage. 

North Texas Tank. 





Trencher-backfiller unit 
obtains positive traction 
Circle 24 on Readers’ Service Card 


Model C Davis T-66 trencher- 
backfiller unit obtains positive 
traction with maximum flotation 
by the use of broad, self-cleaning 
track shoes that create only 3.6 
psi of ground pressure (GEC 210). 
Davis Mfg. Inc. 


Component stock parts 
are now interchangeable 
Circle 25 on Readers’ Service Card 


An industrial regulator with 
more than 96,000 different indus- 
trial applications is now possible 
because additional component stock 
parts are now interchangeable. The 
regulator has inlet pressures up to 
3000 psig and outlet pressures up 
to 500 psig (GEC 700). Modern 
Engineering Co. 
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OPERATING AN 
L.P. GAS Business 


A Handy Reference Library of 
12 Practical Booklets 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 





1. Problems of Management 

Bulk Plant Design and Operation 
3. Fuel Transfer with Pumps & Compressors 
4. Servicing Domestic Appliances 
Consumer Bulk Systems 

Selling 

7. Commercial Applications 

8. Industrial Applications 

Farm Applications 

10. Poultry Brooding and incubating 
11. Power 

12. Town Plants 


Available separately or as a set 


peneaneee==== ORDER FORM ------------- 


BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 57, Calif. 
Please send me, postpaid, the booklets ordered below. 


1 enclose $.......... in full payment. 
(In California add 4% sales taz.} 


EP ND OOD OE TE boo vcinsccccnseacns $8.55 
INDIVIDUAL BOOKLETS 
[J No. 1—$1.00 [C] No. 7— .50 
C] No. 2—$1.00 [1] No. 8— .50 
(C No. 3—$1.00 [C] No. 9— .50 
C] No. 4—$1.00 C] No. 10— .50 
C] No. 5—$1.00 C) No. 11—$1.00 
C] No. 6—$1.00 [] No. 12— .50 
I ives. ca eT us ca ae coe oeseeeyectasesoul 
PN Es yp heed seek eheeEer vstedlocakossanensanmeandiel 
BE sie cc ich cavesebe oie dens cen eudnedsivasae 
Ge Fe Se Sie 6 cake Roki vo nccinvcpatecandccasvcsvetedee 
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Build loads with 
metered service 





AMERICAN 
WC-45-LPG 


METERS 


Attractive welded steelcase meters provide ideal me- 
tered service for average LP-Gas loads. Quality con- 
struction assures years of accurate measurement at 
lowest maintenance cost. 


© internal, counter-type, tamper-proof index 

« removable soldered top 

© bellows-type, molded Duramic diaphragms 

© one-piece Nylon valve guides 

© impact-resistant plastic index box cover 

e handy wall-mounting lugs 

e synthetic grommet-type flag rod seals 

¢ oil-impregnated porous bronze bushings 
Rated capacity 45 cfh propane and 40 cfh butane at 24-inch 
w.c. differential —5 psi working pressure —'2-inch F.P.T. 
connections — shipping weight 8 Ibs.— FOB Philadelphia. 


"a, * 
AMERICAN 
a4 


METER COMPANY 
General Offices: Philadelphia 16, Pa. 
Sales Offices in Principal Cities 





AMERICAN 
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High-speed LPG truck pump 
has been developed 

Circle 26 on Readers’ Service Card 

A new high-speed LPG truck 
pump, known as Model KK260U 
(GEC 660) incorporates a needle 
bearing in the pump bracket. It can 
be operated up to 700 RPM and at 
a maximum differential pressure of 
125 psi, delivering 81 GPM at 50 
psi differential. Viking Pump Co. 





_ ‘FREE LITERATU! 
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Aluminum cecatings brochure 
Circle 27 on Readers’ Service Card 
A brochure on tinted aluminum 

coatings is now available. The coat- 


UNLIMITED 


ings, in colors of blue, gray, gold 
and green, are intended as decora- 
tive finishes for elevated water 
tanks, gas holders, industrial struc- 


tures and similar installations 
(GEC 610). Royston Laboratories, 
Inc. 


Hot water converters data 
Circle 28 on Readers’ Service Card 


A 20-page bulletin presents a 
new line of hot water converters 
designed specifically for space 
heating service. The bulletin also 
iists complete specifications cover- 
ing 114 models in 2 and 4-pass 
arrangements (GEC 420). Niagara 
Weldments Inc. 


1961 Valves Catalog 

Circle 29 on Readers’ Service Card 
A new catalog covering the 1961 

Milvaco line is now available. The 

line consists of various valves, fit- 

tings and nozzles for the market- 

ing divisions of the petroleum in- 


dustry, including transportation, 
service stations, bulk plants and 
aviation (GEC 820). Milwaukee 


Valve Co., Inc. 


CAPITAL AVAILABLE 


for FINANCING 


LP GAS 


EQUIPMENT 


Our clients represent growing, progressive 


Consult [CEFCO] about 


commercial financing of 
equipment for operating 


delivery of fuel, transport equipment, 
meet your requirements... . 


or, will custom-tailor a plan to fit 
any specialized requirement. 


an L.P. gas business — | 
including such things as transportation and | 


plant operation, customer systems for domestic, | 
agricultural, ee and industrial | 


pplications and markets. | 
SERCO has several plans to 


Butane-Propane distributors-dealers, producers | 
and marketers, engineers and manufacturers 








from coast to coast. 


Today! Write or phone us for 
arrangements to discuss 
your plans and needs. All in- 
qutiries strictly confidential. 


Commercial Equipment Finance Corp. 


Div. of Civic Finance Corporation 
CiviC BUILDING 

530 Water Street, Milwaukee 2, Wisconsin 
BRoadway 2-2807 


Worldwide operations depicted 
Circle 30 on Readers’ Service Card 


Export facilities and worldwide 
operations to meet the growing 
needs of industry for metal clean- 
ing and finishing equipment, and 
dust and fume control equipment, 
are depicted in a new 16-page 
brochure (GEC 450). Wheelabrator 
Corp. 


Two bulletins on regulators 
Circle 81 on Readers’ Service Card 

Specifications for Reliance type 
H pressure regulators and series 
Z pilot regulators are described in 
two new bulletins, 103 and 140 
(GEC 700). Bulletin 103 tells the 
specifications for type H regulators 
for domestic, commercial, and in- 
dustrial applications. They are also 
used for low pressure pilot applica- 
tions. American Meter Co. 


Charts compare oxy-LPG 
Circle 32 on Readers’ Service Card 


The wall charts (GEC 870) com- 
paring the traits of oxy-LPG flame 
to oxy-acetylene flame can now be 
obtained. Each chart, suitable for 
training and education, has nine 
reproductions in full color, and is 
11 by 17 in. Smith Welding Equip- 
ment Corp. 


Management library catalog 
Circle 33 on Readers’ Service Card 

This 1961 catalog, describing 120 
items, offers a wide range of man- 
agement, sales, training, and serv- 
ice information (GEC 450). Fifty 
per cent of the items are new ad- 
ditions. Cities Service. 


How to sell gas ranges 
Circle 34 on Readers’ Service Card 
Demonstrating and closing sales 
of gas ranges is detailed in a 
pocket-size 20-page booklet (GEC 
240). The booklet provides the 
salesman with five simple _il- 
lustrated steps to follow. Harper- 
Wyman Co. 


Installing transmissions 


Circle 35 on Readers’ Service Card 

Literature on how to mount 
auxiliary transmissions to pickup 
trucks with “X” frame construc- 
tion is available (GEC 790). The 
installation of the transmission in 
the underdrive position provides a 
simple means of mounting and 
driving a power takeoff. H. S. 
Watson Co. 


ata. 
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manager of Chattanooga Royal Co., 
Tenn. He had served in an adminis- 
trative capacity. Grorce M. CHIL- 
DRESS has been appointed vice presi- 
dent, manufacturing and engineering. 
He had been in various manufactur- 
ing capacities with the company. 








RALPH BOTWICH has been named JouN GetTecoop has been appointed JAMES M. PARKER—from assistant 

, general manager of the National president of Pacific Petroleum Ltd., manager of sales training of the 

Propane Corp.’s Lehigh Bottled Gas Alberta, Canada. Getgood has been Norge division of Borg-Warner Corp., 

Division, Norwich, Conn. He had vice president of Phillips Petroleum to administrative assistant to the na- 

served as sales promotion manager International Corp. in New York. tional sales manager. JOHN J. HAYEs, 

at company headquarters in New formerly with the Cribben & Sexton 

York. JoHN A. HANRAHAN has been A. CAVE RICHARDSON has been ap- Co. of Chicago, has joined the com- 
appointed manager of employee and pointed vice president and general pany as gas range sales manager. 


labor relations for NPC. He had 
served the company’s Conservative 


Panziate from assistent treasurer | DEALERS URGED TO TAKE CLOSE LOOK AT 
Se eee COMMUNITY, CIVIC AND INDUSTRY ACTIVITIES 


...O. M. Bailey, Vice-President 
Union Texas Natural Gas Corp. 


Every American businessman today has far more 
demands on his time and energies than he can afford 
to recognize, and LP-gas dealer-distributors, with the 
added seasonal and service pressures peculiar to our 
industry, are subject to even greater claims. Sooner 
or later, for one cause or another, each is faced with 
the decision as to how much time, effort and energy 
he should spend in community affairs, civic work, 
or in behalf of state and national LP-gas associations. 

His obligations are plain. As a citizen, he is obliged to work towards 
the betterment of the community in which he lives. As a businessman, 
he has a vital interest in the progress of his industry. Even though he 
has the desire to serve, however, he must make a practical and realistic 
appraisal of each such request. 

Perhaps the following checklist will aid in making such a decision 
the mext time the occasion arises .. . 

1. How long will this responsibility last? 

2. How much time will it require? 

3. How much help will you have from others? 

4. Will frequent committee meetings be required? 
5. Will you be involved in the actual “leg-work’? 
6 
7 





A. JOHN ST. Georce—from Ensign 
product manager of American Bosch 
Arma Corp. to manager of planning 
and administration. Ropert P. En- 
SIGN—from works manager assistant 
to Ensign product manager. 


Are you actually suited to the task involved? 
. Are you experienced in this type of work? 
| 8. Is there yet adequate time to prepare for the event? 
9. Who will take over, in your business, in your absence? 
10. Can you complete the project successfully, to your credit? 
Positive or negative answers to the foregoing questions do not neces- 
sarily decide the issue, because external pressures may be so great in 
certain instances that a “no” is out of the question. On the other hand, 
a “yes”, without close consideration of these factors is an equally unfair 
decision to make. “Forewarned is fore-armed” in situations such as these, 
and “checking yourself out” can help assure you of success in the 





A. J. St. George R. P. Ensign undertaking at hand — and good relations for you as an individual and 
businessman in your community. 

American Bosch Arma We are proud of the outstanding record of many of our dealers in 
community and industry work . . . but we are equally proud of 
the manner in which their businesses are conducted in the mean- 

Sern S. KipMan — from assistant time. It matches our own zeal for dependability of the highest 
plant superintendent of the Baton calibre in our own obligations. 


Rouge plant of Cal-Metal Pipe Corp. , —_— 

of Louisiana, to superintendent. LEon- — 
ARD E. BODENHAMER has been appoint- ; j NJ 5c ‘ 

ed to the Tulsa Mid-Continent dis- “Y 
trict sales office. Howarp E. MIpKIFF Leon: | 

—from Tulsa district sales manager UNION TEXAS NATURAL GAS CORPORATION 
to sales manager. pe ee —s 


OF-LAHOMA 
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Peo ple 


CHARLES M. Hoover, former sales 
manager of the Marquette Corp. of 
Minneapolis, has joined Geo. D. Roper 
Sales Corp. of Kankakee, IIL, as di- 
rector of marketing. 


DonaLp E. BARTON —from retail 
merchandising advisor of Maytag Co., 
Newton, Iowa, to manager of market 
development. 


J. Howarp MARSHALL, former vice 
president of the Signal Oil and Gas 


Co., has joined Union Texas Natural 
Gas Corp., Tulsa, Oklahoma, as pres- 
ident. 


RALPH R. MENDELSON has been ap- 
pointed president of Hotstream Heater 
Co., Cleveland, Ohio, to succeed L. R. 
Mendelson who is retiring. 


Joyce LEE TAYLOR a recent grad- 
uate of the University of Missouri, 
has joined the Uregas Companies as 
home service director. 


M. G. Purpus—from sales manager 
of Black, Sivalls & Bryson, Inc., Kan- 








Ve. MATERNITY 
Ut 


J 


IN THE 


DEARBORN 
FAMILY [\ 








Ro 


THE SEALED-FLOW e THE BARONET 


VENTED GAS AREA HEATERS 


These two newcomers to Dearborn’s heater lines are lively with special 
features that will build sales. What’s more, they have the traditional 
quality that has drawn more than 2,000,000 dollarwise customers 


to Dearborn. 


DOLLARWISE IT’S THE SEALED-FLOW 


sas City, Mo., to works manager. 


Jack RoswaL—from regional sales 
representative of Welbilt Corp., Mas- 
peth, New York, to national sales 
manager. S. H. LANG—from assistant 
sales manager to manager of special 
contract sales. 


A. J. “ArT” Horn has been appoint- 
ed to head the newly-created, merged 
engineering service department of the 
Payne Co. and Day & Night Mfg. Co. 
of La Puente, Calif. 


THOMAS E. PERKINS has been pro- 
moted vice president of the Bottled 
Gas Corp. of Virginia. He had been 
engineering and industrial division 
manager. 


A. J. Horn Thomas Perkins 


Payne-Day & Night Bottled Gas Corp. 


Ross Wyatt... from manager of 
Dealers Supply Co., division of Ten- 
nessee Liquefied Gas Corp., Memphis, 
to comptroller and accountant of 
TLGC. J. WeNDELL Davis .. . from 

ANCHOR FLOAT CONSTRUCTION ... lets chamber co-manager of TLGC of Dyersburg, 

expand and contract without hindrance, prevents Tenn., to manager of Dealers Supply 

noise. Co. 
e COOL SAFETY CABINET * FORWARD HEAT FLOW 
e UP-FRONT CONTROLS « HIGH CROWN BURNER 
© COPPERTONE FINISH *« AGA APPROVED 


Available in Three Sizes 
35,000, 25,000 and 10,000 BTU'S 


e HERMETICALLY SEALED COMBUSTION CHAMBER 
...uses one hole in outside wall for air intake 
and venting. 


SNAPPY, PRECISE INSTALLATION with full-scale 


template. 


DOLLARWISE IT’S THE BARONET 


® POPULAR PRICE... ECONOMICAL INSTALLA- 
TION 

@ EXTRA LARGE HEAT EXCHANGERS... for 
faster circulation, greater warm-air volume. 

® HANDSOME, COMPACT DESIGN...with 
neutral BOLERO BROWN finish for room 
blending ... Honeycomb Louvered front. 

@ SUPER CONVENIENT CONTROLS 

© EXTRA QUIET BLOWER 

@ ROUNDED BASE FLANGE *« AGA APPROVED 


Available in Three Sizes: 
65,000, 50.000 and 35,000 BTU'S 


Dellay- wise... ts 


Ross Wyatt J. W. Davis 


Tenn. Liquefied Dealers Supply 





E. N. WRENSHALL has been elected 
vice president of Kerotest Mfg. Co. 
of Pittsburgh. He was formerly gen- 

® eral manager. 

ROSEMARY ARCHIBALD has joined 
Get details of Dearborn’s clean-cut sell licy ff y of th 7 . : 
pe Te soles offices: Atienta, Chicage, Datles, Los Angeles, a. the Harper-W — Co. of Chicago as 
San Francisco. 4 home service director. She was for- 
merly with Milwaukee Gas Light Co. 
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May 15-19—NFPA Annuol Meeting— 
Statler Hotel, Detroit, Mich 


May 22-24—Kansos LPGA Gas Car- 
eureiten Sener itemneran,- hen June 4-9—Florida LPGA Service Con 
May 25—Maryland LPGA Convention— ference—University of Floride, Gains 


Sheraton - Baltimore inn, Baltimore ville, Flo 
Md June 21-22—L. P. Gas Training School— 
Purdue University, Lofayette, Indiana. 


June 4-5—Butone-Propane Institute of ns 
Louvisiona Annua! Convention—Cap August 24-26—Florida LPGA Annual 


to Convention — Hote Robert Meyer 
Jacksonville, Fic 
June 4-6 Missour ' agro P. Gas Sept. 15-17—lowa LPGA Convention— 
Exp sifion—Sheraton Jefterson Hote The New Inn—Loke Okoboji, lowa. 


>t. Lous, M 
Dec. 5—Wisconsin LPGA Convention— 
June 6-8—Northeast LPG Corburetion East Side Businessmen's Association 
Cc mc Harrisburg Po. Cc b House—Madison. Wis 


House Hotel, Baton Rouge 


March 5-7—Indiana LPGA Trade Show 
ond Convention—Claypoo!l Hotel, !n- 
dionapolis, Ind. 

March 7-9-—LPGA Technical & Stand 
ards Committee Meetings—Royol Or 
leans Hotel, New Orleans, La. 


March 15-17—NGAA 40th Annual! Cor 
vention —The Baker ond Adolphus 
Hotels, Dallas, Texas. 


March 20-22—AGA Genera! Manage 
ment Conference—Francis Mari 


Hote Chas. $.. ©. EASY 


March 20-22—LPGA Southeastern Dis- ’ TO 
trict Convention and Trade Exhibit— 
Bilt Hotel, Atlanta, Ga. ; = * 

eee | e READ 


March 26-28—lowa LPGA Convention— " rh i an 
Kirkwood Hotel, Des Moines, lowe. ] ~~ y A'l 


April 5—Wisconsin LPGA Convention— ag : me ANY ANGLE 


Whiting Hotel, Stevens Point, Wis. 
April 11-12—New York State LPGA Con- 
vention—Manhatton Hotel, New York 
City. 
April 11-13 — Midwest LPG Service 
School—lowa State University, Ames 


lowo. 





April 13-15—Gas Appliance Manufac- 
turers Association Annual Meetina— 
Boca Raton Hotel, Boca Raton, Fla. 


April 13-15—Western Liquid Gas As- P 
sociation Convention and Trade Show 
—Hotel El Dorado, Sacramento, Cal. a od 
April 16-17—Kansas LPGA Convention THE ROCHESTER GAUGE Is 
—Allis Hotel, Wichite, Kon. 
April 16-18—American Home Laundry easy to read = accurately! 
Appliance Manufacturer's Association 
Convention—Boca Raton Hotel and 
Club, Boca Raton, Fla. a PE , ; ; 
Criterion'’s exclusive angle-view dial mokes 
April sage ge a oe Con- reading easy from any angle. Big, bold, black 
ti i t noes : : 
ans Hotel, (se lose = ge ogg ” printing on white background insures maxi- 
mum ease in readability. 


April 17-18—South Dakota LPGA Con- 
vention and Trade Show—Sheraton- 
Cataract Hotel, Sioux Falls, So. Dak. 


April 23-25—Mississippi L. P. Gos Deal- 
ers Association Annual Convention— 
Edgewater Gulf Hotel, Edgewater 
Pork, Miss. 


Demand Rochester Criterion gauges on 
your next tank order or order direct from 
factory. 


April 28—NGAA Oklahoma Regional 
Meeting—Lake Murray Lodge, Ard- 
more, Okla. 


April 30-May 3—Nationa! LPGA Con- 
vention and Trade Show—Conrad Hil- 
ton Hotel, Chicago, Ill. 


ROCHESTER GAUGES, INC. 
OF TEXAS 
2425 CAROLINE © BALLAS, TEXAS 


SALES OFFICES: DALLAS: ATLANTA: BURBANK: 
DENVER; ROCHESTER; LONDON, ONTARIO 


HUUUUUUUANUUU 


May !2—NGAA Permian Basin Re- 
gione Meeting — Lincoln Hotel, 
Odesse, Texas. 
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Setting tanks is as easy as 1-2-3 


Unloading a 250 gal 
bulk tank is as easy 
as 1-2-3 with Cecil- 
gos’ new truck- 
mounted crane. At 
top, foreman 
"Speedy" Stafford 
has crane in place, 
ready to swing tank 
over side. From 
there, it's a quick 
trip (center) to the 
oround (below). For 
these photos, con- 
crete blocks were 
used in place of dog 


THE WORLD'S ONLY i v : legs, which nad not 
VAPOR OPERATED cae «= oye? arrived. 
GAS TRANSFER PUMP 


Power is extracted trom @ smell quentity 

of high pressure gos. Uses only 1/20th or 1/10rh 
es much ges os the bleeding methed. Veper lows 
extremely low. Trenslers wp toe 24 pollens per 
minute in the field without denger 
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One man, with truck crane 
does the work of three 


MILTON LEVINSON ©° Vice President * Ceci! County Gas Co 


AT CECIL COUNTY GAS CO. (Elk- 
ton, Md.), we’ve never had much 
success using trailers to set cus- 
tomer bulk tanks. We've found 
they are difficult to back onto cus- 
tomers’ premises, and it seemed 
whenever we wanted to use one it 
had a flat tire. 

Now we've found what we be- 
lieve is a better way to do the job. 
It only cost us $250, but it saves 
us the time of two men in setting 
tanks. 

We ordered an Ideal crane and 
had it mounted on a one-ton Chev- 
rolet pickup. By so doing, we killed 
two birds with one stone, as we 
needed a pickup anyway. The crane 
is well suited to handling the tanks, 
which range in size from 420 Ib to 
500 gal. in size. 

The truck bed was beefed up with 
I-beam tied into the rear frame to 
make a sturdy support for the 
crane. A dog-leg was installed di- 
rectly below the crane to give addi- 
tional rigidity to the truck chassis. 
Installation of the 2500-lb capacity 
crane was fairly simple, since it 
was mounted right on the I-beams. 
Total weight added by the crane 
was only 120 Ib. 

Another important labor-saving 
device added to the truck at the 
same time was a Daybrook lif: 
gate. It adds 300 lb to the truck, 
but makes it easy to handle 600 Ib 
appliances. 

The new truck was put into oper- 
ation in mid-summer and soon ex- 
ceeded expectations. One man could 
now pick up a loaded 420-lb tank, 
weighing almost 800 lb, and spot it 
with precision at the customer’s 
location. Or he could pick up the 
same tank and put it on the truck. 
Both of these had been three-man 
jobs. With the crane, two men can 
now handle a 250- or 500-gal. tank 
with comparable speed. The 500- 
gal. tank, which weighs 1400 lb, is 
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the heaviest object the crane will 
be called on to handle. When the 
crane is not being used, the opera- 
tor swings it forward and inserts 


POSITIVE PERFORMANCE OF 
THE VISIBLE GAUGE ELIMINATES 


COSTLY SERVICE CALLS 


... because the Visible gauge is built 
to last! 

Take a look at the dial chamber: A 
tough, break-resistant crystal covers 
the large, easy-to-read face . . . a crystal 
that’s cut oversize and pressed into the 
heated head to seal moisture out. An 
Alnico magnetic pointer, with Alnico 
magnetic drive, rides freely on a 
bronze bearing mounted on a stainless 
pin. Two magnets give you double 
assurance—guaranteed forever not to 
slip away from completely-accurate 
calibration, 


it into a bracket on top of the tool 
box. 

The crane has enabled us to speed 
up our entire operation a great deal 
and the men like it because of the 
ease and simplicity of handling. 
The complete crane unit, inciden- 
tally, cost $150 and the labor and 
materials needed to mount it added 
another $100. This $250 invest- 
ment has proved to be such a good 
solution to our bulk tank handling 
problem that we plan to make it 
standard equipment on all of our 
service trucks. « 


PERFORMANCE 


that adds to you 


PROFIT! 


And every section of the Visible 
gauge features the same superior at- 
tention to detail that provides positive, 
service-free performance every day of 
the year. Choose the gauge your cus- 
tomers will choose—the Taylor Visible 
Gauge, standard of the LP-Gas 
Industry. 


SQUIBB 


Southeastern 
3225 CAINS HILL PL.. N. W 
ATLANTA 5, GEORGIA 


DALLAS 2 


1213 SOUTH AKARD 
, TEXAS 


r 


Mid-South 
256 N. FRONT STREET 
MEMPHIS 3, TENNESSEE 
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SITUATIONS WANTED 


FOR SALE—TRUCKS-TRAILERS—Cont. 


FOR SALE—TANKS-CYLS.—Cont. 





PROPANE INSTALLATIONS MAN wishes 
employment in Western States. Can _ repair 
refrigerators, stoves, ovens, heaters, and all 
appliances. Also on boats and trailers Mr 
Dallas J. Graves, 340 Longwood PIl., Seattle 
15, Wash. 





HELP WANTED 


EXPERIENCED SALESMAN IN ALL 
PHASES of Propane gas business. Base sal- 
ary, plus commission and transportation fur- 
nished. McMinnville Gas Co., McMinnville, 
Oregon. Phone 10593. 











WANTED: 
ABLE, AMBITIOUS YOUNG MEN! 


Do you feel your progress is too slow 
or completely blocked in your present 
LP job? Large, privately-owned LP- 
Gas Marketing Company is seeking 
men to train for key positions. If you 
are interested and believe you can 
qualify, please send resume of your 
personal history and work exper- 
ience. All replies confidential. Reply 


Box 7, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif. 








NEED EXPERIENCED RETAIL 
LP-GAS MANAGER 


to evaluate retail operations for financ- 
ing, purchasing, or selling Must be 
thoroughly familiar with retail manage- 
ment, equipment, operations, and finan- 
cial controls. This is a highly responsible 
position with a nationwide marketer and 
is open to an aggressive, reliable indi- 
vidual, well qualified and willing to 
travel. Salary commensurate. Send late 
photograph and complete biographical 
history of education and experience. 
Write to 


Box 9, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif. 














FOR SALE — TRUCKS - TRAILERS 








END SOARING 
LPG DELIVERY COSTS! 


Why lease when you can own for 
less? Think of it! You can have a 
modern, lightweight, 1800 WG twin, 
mounted on a 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they lost 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments. Write, wire or phone today! 


NORTH TEXAS 
TANK CO. 


Denton, Texas 382-5416 








USED | PROPANE DELIVERY TRUCKS 
ww. C Present! nd 


=. 8 replaced, wit 
troleum Gas Coe., 4820 
apolis 16, Minnesota. 


, i Pe- 
Bivd., Minne 





1-1951 FRUEHAUF TWINBARREL Propane 
semi-trailer, 5500 W. C. Excellent condition 
$2650.00, Blu-Gas C orp., Julesburg, Colorado. 





Look .. Look . . Look . . Save $SSS$ 


1961 Chev. 2 ton 19,500 Ib GVW, 2 
HD springs, 825 x 20, 10 
ply rear tires with 1800 gal. TWIN or 
SINGLE, lightweight tank .. . DeLuxe 
rear cabinet... "FAST FLO" Packaged 
Plumbing . . . Blackmer 60 gpm pump 
. filler hose . . . lights white enamel 
FED. TAX PAID .. . all mounted 

and installed. 

ONLY .. . $5,675 or $567.00 Down, 
balance in 36 monthly payments. For 
2000 gal. add $352. WE TRADE. 4 
models in 800 to 2600 gal. All types of 
pumps, meters, reels, etc. available. All 
at FLEET PRICES. Don't 


Preston Grace. 


speed axle 


mokes trucks 
buy until you OO ix: 


WHITE RIVER DISTRIBUTORS 
Ph. RI 3-2374 
BATESVILLE, ARKANSAS 


Several GOOD Used Units Too. 





BUSINESS OPPORTUNITIES OPFERED 


LPG BULK gy dt ay SPECIALIZE in 
selling ee © hout Midwest. 
gave number desi rable pl ie or sale. OLE 

BRODD, PETROLE MARKETERS, 605 
Produce Bank Bidg., Minneapolis, Minnesota. 








FOR SALE—TANKS-CYLINDERS 





MONEY-SAVING OFFER ON 
USED PROPANE CYLINDERS: 


Carload lots (about 400) ICC 100-tb. 
capacity used propane cylinders immedi- 
ately available. Some as low as $6.50 each. 
None higher than $12.50 each. Prices 
based on tare weights are F.O.B. Midwest 
locations and include valve and cap. Ready 
for immediate service. Contact us now for 
complete information! Reply 


Box 8, BUTANE-PROPANE News 
198 Se. Alvarado St., Los Angeles 57, Calif. 














USED TRAILER 


TANKS FOR SALE 
PROPANE & ANHYDROUS 
AMMONIA —from 6000 
to 10,000 gallon capacities. 


USED GASOLINE TANKS 
IN STEEL & ALUMINUM 
from 4000 to 8000 gallon 
capacities. 


WILL FINANCE 
LUBBOCK Machine & Supply 


BOX 1589 © LUBBOCK, TEXAS 
CALL PO 2-5261 














WANTED—MISCELLANEOUS 


WANTED TO BUY: USED 100 to 1000 
gallon propane bulk tanks in or near Central 
Indiana area. State number of tanks, age 
and price. Write—Westfield Gas Company, 
Westfield, Indiana. 








WANTED—USED 100% ICC Cylinders in 
good repair. Write stating price, age, weight, 
number available. T J C Propane, Inc., 307 N. 
Fourth Avenue, Evansville 10, Indiana. 





FOR SALE—MISCELLANEOUS 


pes MADE FOR TRUCKS, EQUIP. 
NT. Small or quantities. Cata’ free. 
edie Co., 827 S. Harvey, Oak Park, IM. 








FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for = 
scriptive pamphlet. Eureka ——— 

pany, P.O. Box 396, Beloit, isconsin 





BAKER ALCOHOL PUMPS, the answer to 
your Moisture Problem. Injects alcohol into 
propane cylinders. Saves changing regulators 
moving tanks. Pays for itself in a jiffy. Send 
$59.95 for pump complete with fittings. Baker 
Engineering, Malone, New York 





DIXIE SEMI-LOCK mOODS, ALUMINUM 


and Aluminum coated steel all bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie a ye 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect ROS-5429. 








SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Cleon—Guaranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 
170 W. Cumberland St., Phila. 33, Pa. 
Est’d 1918 Call Collect RE 98-1130 








FIRST CLASS EQUIPMENT FOR SALE 
2—4000 gal. propane Transports, 200= W.P. with 
1959 International 195-450 Motors. Price 
$4,500.00 each. 
1—1957 International Tractor. Price $2,000.00 
All andl above complete with butane fuel systems 
and 
Butane ‘Tanks—Size 1000 to 4009 gallon—Price 16c 
per gallon. %5—2212 gal. propane Tanks—price 
25 per gallon. All tanks on skids. 


BLU-FLAME GAS COMPANY 
Box 227, Midland, Texas Telephone MU 4-589! 
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CLASSIFIED 


FOR SALE—MISC.—Cont. 














SERVEL GAS REFRIGERATORS 


With cross top freezers — late 
model, blue glass freezer door. 
Used, excellent condition, guaran- 
teed in good operating order. 


Low delivery cost. Special price 
for half or full trailer loads. Other 
models in stock. Send for photos 
and details. 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd. Flushing 58, N.Y. 


Phone: Flushing 17-6161 








PROFESSIONAL SERVICES 








PROPANE GAS PLANTS 
ANHYDROUS AMMONIA PLANTS 
Designed and /astetied 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 

















gee YOUR PROFITS BY APPLY- 


that chew proper 
Evaluations, Equipmen’ atiees 
fat qemetance also sup og A 
Wel ‘ton 
gp oy gy ro ve 








APCO = Stendby - Peak Shaving 
Mixers and Plants 


Safe - Simple - Automatic 
Design - Engineering - 
APPLIED ENGINEERING COMPANY 
Orangebarg, $. C. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive 
quate Limits of Liability at 


gia, Louisiana, Mississippi, 
New Mexico, Oklahoma, Tennessee and 
Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gommage, President 
P. ©. Box 1662 Houston, Texas 














BUSINESS RECORD FORMS. ALL. 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de 
liveries. 100 sets (3 part) no with ——~ 
address and telephone. se 00 1000 

Advise make of meter. EGREE "DAY sYs. 
TEMS, Dept. BP WOODSIDE 77, L. L., N. Y. 








yin 20,000 PETROLEUM COMPA- 
NIES over 30 years with roleum price 

cards, custemer reminder Eze-Stik labels, Mele: 
phone call—service pom lle” metered deliv- 
ery invoices, Eze-Snap Service Form, a 
minium ticket holders, -O-Matic Rack 
Write us for details, no obligation. DE REE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 
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Watching Ralph Fisk of Fisk Gas Co. lighting the gaslights in the new Gaslight Tap Room 
of the Hotel Augustan, are Chef Louis Bascomb, Manager Cole Barnard, and Clinton 


Barnard. 


Owner sees the light — with GAS! 


INTERNATIONAL BUSINESS MaA- 
CHINES HAS A SLOGAN with which 
most of us are familiar, but most 
of us do not practice enough. 
“THINK.” Ralph Fisk, owner of 
Fisk Gas Service in Cobleskill, 
N. Y., practices what they preach. 
All the time. Even when he goes 
out to dinner, for instance, he is 
thinking of ways and means to 
improve his industry and his busi- 
ness. It pays off, too. 

Take the time, not too long ago, 
when Fisk was visiting Hotel Au- 
gustan in Cobleskill and engaging 
in some pleasant chatter with the 
manager, Cole Barnard. The latter 
was talking about the remodeling 
job he was having done on the 
hotel’s tap room. Barnard had de- 
cided to have the room done in 
dark wood paneling, suggesting a 
quiet, cozy-type atmosphere. Add- 
ing an old-time touch, he also plan- 
ned to have a row of bourbon 
barrel ends lined up behind the 
bar. 

Now many folks would have 
merely been content to sit there 
and listen to the hotelman’s de- 
scription of his plans. Not Fisk. 
He was thinking. What an ideal 
set-up for a gas-light type of room! 
At the same time, Barnard opened 
the door for Fisk. “What we need 


is something to complete the 
he said, 

What that “something” was was 
only too obvious—gas lights. Bar- 
nard took to the idea almost im- 
mediately. He asked Fisk to look 
into the possibilities of installing 
the lights in the tap room. There 
were problems; such as running 
the gas lines through and around 
the building which was built in 
1875 with its two-ft thick walls. 
Also, Barnard wanted the outdoor- 
type gas lights installed indoors. 
Fisk checked this point with sev- 
eral manufacturers and received 
assurance that this was okay. 

These problems out of the way, 
Barnard ordered four gas lights. 
Two were put in the tap room, one 
in the hotel’s lobby and the other 
outside at the entrance from the 
parking lot. The lights even gave 
the room its name: “Gaslight Tap 
Room.” As if that was not enough 
publicity for the propane-fueled 
lights, Barnard even went further, 
concocting a specialty of the house 

a Gaslight Cocktail. 

There was only one fly in the 
ointment. Barnard’s father (the 
hotel has been a family operation 
for 35 years) still was not “sold” 
on the gaslights even after their 
installation. However, Ralph and 


decor, 
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Gaslights 


Cole got some help from an unex- 
pected source. Mother Nature came 
to the rescue. About two weeks 
after the gaslights had been in- 
stalled, a severe thunderstorm hit 
the area. All electrical power was 
lost for four or five hours. 

“But,” reported Fisk, “lo and 
behold, the lobby of the Hotel 
Augustan, the parking lot entrance, 
and the tap room were all suffi- 
ciently lighted to carry on with 
the usual business. Cole’s father 
got quite a kick out of the fact 
that they had lights when the reg- 
ular power was off for so long a 
time.” Thus was the elder Barnard 
“sold.” La 





Failure to use 
water increases 
fire damage 


AN L. P. GAS-FUELED TANK 
TRUCK equipped with two 900- 
gal LPG cargo tanks had been 
towed into the garage for re- 
pairs to its clutch. During ma- 
neuvering of the gas cargo 
truck, the tow truck struck and 
knocked off the \%4-in rotary 
gauge on the 35-gal LPG motor 
fuel tank for the disabled ve- 
hicle. Employees knocked over a 
5-gal can of gasoline when run- 
ning from the building. Flam- 
mable vapors probably were 
ignited by the tow truck engine 
which had been left running. In 
addition to the cargo. truck, 
grease and oil accumulations on 
the concrete floor, spilled gaso- 
line and the wood deck roof were 
involved. 

Fire fighters did not direct 
hose streams on the 900-gal 
tanks because of fear of an ex- 
plosion. Heat caused the safety 
relief valves to operate period- 
ically, feeding escaping gas to 
the fire. As outlined in an 
August, 1959, article in NFPA 
Firemen magazine, “How to 
Handle L. P. Gas Vehicle Inci- 
dents,” it is important that suf- 
ficient water be applied to keep 
the shell of the vessel and piping 
cool to avoid any unnecessary 
release of LPG. NFPA Fire 
News, January 1961. 
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PROPANE PHILGAS 


LUBBOCK TRANSPORTS MEAN TOP PAYLOADS 


Whatever you haul, in whatever quantities, you can depend on Lubbock Machine for profitable engineered liquid 


transportation . . . Lubbock Machine has long been experienced in providing top payloads in pressure transport 
tanks for hauling LP Gas, as well as transport tanks for gasoline and other petroleum products. Shown above is a T-1 
steel propane semi-trailer with an 11,000 water gallon capacity, made possible by Lubbock engineering and design. 
The aluminum transport illustrated is the Lubbock “Streamliner.” It has four compartments and mounted on a tractor 
weighing 13,500 Ibs. will carry a payload of 50,000 Ibs. in states permitting 72,000 Ibs. gross loading. Why don’t you 
take advantage of Lubbock Machine’s years of experience in engineered liquid transportation . . . Write, wire or phone 


today for illustrated literature, prices and pay loads. 


SHO) ;)=10)0).0| MACHINE & SUPPLY CO., Inc. 


WBBOCK MACH. & SUPPLY CO. - LUBBOCK, TEX. P. O. DRAWER 1589 PO 2-5261 LUBBOCK, TEXAS 























Money. Profit. The Philgas*brand. They go to- 
gether. Enjoy the benefits of representing Philgas— 
the largest selling national brand. Get the com- 
bination of benefits no other brand offers—among 
them, brand acceptance by consumers; largest 
tank car and pipe line shipments; strategically 
located supply points; leased track storage; financ- 
ing of consumer tanks; business aids; credit anal- 
ysis; advertising assistance. Write, wire or phone: 


PHILLIPS PETROLEUM COMPANY, 


Philgas Sales, Bartlesville, Oklahoma om 
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*Philgas is the Phillips Petroleum Company trademark PH | LGAS 
for ts high quality LP-Gas 
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